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UNIFORMITY SOUGHT 
IN POLICY CLAUSES 


Committees of National Board and the 
Eastern Union Working to 
Same End. 


GREAT DUPLICATION OF EFFORT. 


Need for Caution by Company Officials 
if Complications are to be 
Avoided. 


Through an unaccountable’ over- 
sight the Eastern Union and the Na- 
tional Board of Fire Underwriters each 
appointed a special committee some 
time ago, to consider the question of 
policy clauses and forms, and to recom- 
mended uniformity in their wording 
and use. 

While the Eastern Union’s scheme 
embraced New York State only, the 
National Board contemplated covering 
the entire territory east of the Rocky 
Mountains, within which limits the 
widest possible differences exist as to 
the wording of the different clauses 
in general use. The Eastern Union 
Committee finished its task and its rec- 
ommendations have been issued. If 
these meet managerial approval, the 
four governing bodies of the Empire 
State, i. e., Underwriters Association 
of New York.; New York Fire Insur- 
ance Exchange, Suburban Fire Insur- 
ance Exchange and the Buffalo Board, 
will be asked to formally adopt them. 

Should this program be followed the 
Committee of the National Board will 
find itself embarrassed not a little, 
for its more extended inquiry may 
suggest the preparation of clauses 
superior in effectiveness to those rec- 
ommended for New York State. 

In the general interests of the busi- 
ness it is a pity that two special com- 
mittees instead of but one, was named 
for the purpose, and that having been 
selected the smaller interest did not 
give place to the larger. 





GOOD NEWS FOR’ CLAIMANTS. 


American Union Fire Likely to Pay 
Creditors in Full and Have Divi- 
dend for Stockholders. 


It is unofficially reported that the 
assets of the American Union Fire, of 
Philadelphia, will permit the payment 
of all approved loss, return premium 
and miscellaneous claims, in full, and 
a possible twenty per cent. dividend to 
stockholders. 

The final date for receiving claims 
bas been fixed as September 30th, a 
fact which agents or others holding 
claims against the organization, should 
bear in mind. 
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THE HOME 


INSURANCE COMPANY 


NEW YORK 


Fire, Lightning, Windstorm, Automobile, 
Parcel Post, Tourists’ Baggage, Marine, 
Sprinkler Leakage, and Registered 
Mail Insurance 


Bes> Avoids controversies and disagreements if practicable; if not, 
pacifies or reconciles if possible; rectifies if justifiable, and 
never fights in court if preventable. 


ELBRIDGE G. SNOW, President 











Entered United States 
1866 


North British 
and Mercantile 
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Established 1809 





Since 1866, when the North British & Mercantile entered the United 


States, 1,833 Fire Insurance Companies have failed or retired 








OULD you recognize opportunity if you 

met it face to face? Some people don’t. 

If you are alive, on the job and anxious to 
succeed, write us. 


Pittsburgh Life & Trust Co. 


HOME OFFICE, PITTSBURGH, PA. 


HOWARD S. SUTPHEN 
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A WEEKLY NEWSPAPER COVERING ALL BRANCHES OF INSURANCE 


$3.00 a Year; lic. per Copy 


FOR POLICYHOLDERS 


Interesting Figures in Examination Re- 
port of The Northwestern 
Mutual Life. 


RECORD OF TONTINE BUSINESS. 


Some $34,000,000 Paid in Dividends of 
This Class Since 1900— 
Other Returns. 


“We find that the affairs of the Com- 
pany are honestly managed for the 
benefit of the policyholders, that the 
administrative work of the officials and 
the executive and finance commitees 
is thoroughly done, and that the differ- 
ent departments are in the hands of 
efficient employes.” 

The above is the sum total of the 
ccmment made by the examiners of 
the Wisconsin Insurance Department as 
te the management of the Northwest- 
ern Mutual Life, following an examina- 
tion which a year 
attention of a de 
partment force numbering twenty-four, 
“many of whom had expert training 
along certain lines of this investiga- 
tion.” The scope of the examination 
“covered a checking up of the annual 
statements of the Company for the 
years 1908, 1909 and 1910, and an in- 
vestigation into every financial trans- 
action made by the Company during the 
years 1911 and 1912 to July 3ist, and a 
testing of the books and records of 
the Company from July 31st to Decem- 
ber 3lst, 1912.” 

Payment of Claims. 

Some six thousand death claims and 
matured endowment payments were 
examined, the conclusion of the examin- 
ers being as follows: 


extended nearly 


and occupied the 


“The Company is very cautious to see 
that the proof of death is clear and 
that the legal status of the beneficiary 
is established beyond question. In some 
cases this has worked a hardship on 
the beneficiary or beneficiaries, but the 
Company seems to be justified in its 
attitude on this question.” 

Agency System. 

The Company uses the general agency 
system in the “procurement of busi- 
ness, collection of premiums, distribu- 
dividends, making of policy 
loans and the payment of claims.”’ It 
has 92 general agencies, covering 110 
divisions of territory. All contracts are 
uniform both as regards new and 
future business, including renewals. 
The contracts permit the Company te 
change the schedule of compensation by 
giving proper notice to general agents. 
The Company requires general agents 
to make remittances each week, there- 
by preventing an outstanding accumu- 
lation of funds, while “each general 
agent is obliged to make a clean settle 
ment of all business in his territory at 
least once in each month.” 

Mortgage Loans. 

An interesting feature of the report 
is that showing a comparison of mort- 
gage loans on farm property with the 
amount loan on city property. The 
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following is a schedule from 1902 to 
1912 inclusive: 


Year City Loans. Farm Loans. 
1902 $64,608,086 $12,135,262 
1903 66,789,768 18,928,848 
1904 66,527,899 26,858,176 
1905 65,460,842 33,609,458 
1906 69,550,547 41,372,507 
1907 73,591,189 48,159,447 
1908 73,373,453 55,840,131 
1909 72,585,547 66,185,717 
1910 72,795,784 77,943,895 
1911 72,013,021 81,549,632 
1912 71,363,791 85,587,936 


The average rate of interest on the 

total of $156,951,728 is 5 per cent. 
Dividend Distributions. 

On the question of annual dividends 
the report says: 

“The Company commenced business 
November 25ta, 1858. It made its first 
distribution of surplus in 1864 and sub- 
sequently in 1867, 1868, 1869, 1871, since 
which date there has been a distribu- 
tion each year. In 1864 dividends were 
declared on policies one year or more 
in force. Thereafter, in accordance 
with the prevailing practice, the first 
dividend was declared on any policy 
three years from date of issue, but iu 
1871 this was changed to two years. In 
1887 double dividends were Geclared on 
policies five years or more in force, 
and at ithe same time it was decided 
under policies thereafter issued 10 
allow a double dividend five years from 
date of issue, upon payment of the 
sixth annual premium to compensate 
for the allowance of no dividend at 
the end of the first year. On policies 
issued on the 1907 and later forms, 
dividends have been paid beginning at 
the end of the first year, thereby 
accounting for the surplus year by year 


from the stari, and, in consequence, 
doing away with the double dividend 
feature. 


“In making its distribution of sur- 
plus the Company has always employed 
the contribution method, which aims to 
give each policy a dividend correspond- 
ing with its contributions to the Com- 
pany.” 

Tontine and Semi-Tontine Business. 

The tontine and semi-tontine busi- 
ness now on the books of the Company 
is less than four per cent. of the 
whole, as compared with 62.43 per cent. 
twenty years ago. The business of this 
class in force since 1885 to 1912 and 
its percentage of the whole together 
with the tontine dividend fund is as 
follows: 

Per Cent of 


Tontine and Tontine 
Dec. Tontine and Semi-Tontine Dividend 
31st Semi-Tontine to Total Fund 
1S85 $19,693,310 17.79 $53,338 
1886 33,979,135 26.62 155,243 
1N87 50,994,708 34.55 372,527 
1888 72,878,946 42.24 739,279 
1889 98,925,600 48.87 1,316,785 
1890 131,716,300 55.13 2,146,358 
1891 164,193,500 59.56 3,265,788 
1892 193,787,040 62.01 4,630,412 
1893 202,988,064 62.43 6,435,862 
1894 208,667,707 61.25 8,583,711 
1895 217,010,822 59.58 11,055,613 
1896 219,365,536 57.10 13,807,502 
1897 213,991,655 51.80 16,310,434 
1598 213,428,340 46.63 19,005,174 
1299 207,793,304 41.76 21,392,303 
1909 202,082,109 38.15 23,360,346 
1901 197,338,856 34.34 24,927,315 
1902 192,037,696 30.94 25,424,594 
1903 185,474,712 27.98 25,897,879 
1904 177,430,020 25.04 25,780,689 
1905 168,090,594 21.99 24,903, 
1906 156,845,000 19.14 23,765,813 
1907 144,604,840 16.40 22,506,242 
1908 131,695,460 13.94 20,826,448 
1909 101,098,048 9.98 18,677,643 
1910 83,422,176 7.72 15,485,576 
1911 62,799,751 5.47 11,892,853 
1912 45,735,502 3.72 8,700,999 


Since the year 1900 the Company has 
paid approximately $34,000,000 in divi- 
dends on tontine policies, of this 
amount nearly $22,000,000 having been 
paid under twenty year settlement con- 
tracts. 

Elsewhere is given an interesting rec- 
ord of the Northwestern in figures as 
filed with the report by the examiners. 
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Women Beneficiaries Relieved of Re- | 
sponsibility of Making Investments— | 


Business Hazards Avoided. 





| 


One of the principal topics coming | 
up for discussion at the annual con-| 
vention of the National Association of | 


Life Underwriters now in session at 
Atlantic City 


policies. It is generally conceded that 


no innovation in the life insurance field | 


} 


is that of Life Income | 


| 


has proved so popular as that whereby | 


benefits under policies 


maturing by | 


death are payable in monthly incomes | 
instead of a lump sum, and yet there 


exists a realization that the future} 
promises a still larger growth for tais/| 
class of contract. 

In the current issue of the Travelers 


Record appears an article pointing out} 


that such a shrewd financier as the 


late J. Pierpont Morgan 


vided to make the female beneficiaries | 


in his will the recipients of life in- 
come instead of bequeathing legacies 
outright as in the case of the male 
beneficiaries. We quote as follows: 
“The will of J. P. Morgan, 
for sixteen principal legatees, four of 
whom were men of wide experience in 
matters of finance. The other twelve 
were women. In the case of the four 
men the legacies were left outright, 
but in the 


fund, the interest to be paid to the 
legatees for life. 

“Mr. Morgan was undoubtedly the 
greatest financier of his day, one of 
the most far-seeing business men the 
world has produced. It is a notable 
fact, therefore, that he left to the 
women legatees an assured income 
rather than a lump sum, thereby giving 
endorsement to an idea that is grow- 
ing increasingly popular in life insur- 
ance, the payment of the proceeds of 
a policy as a life income to the 
beneficiary. 

“The training of a women does not 
develop the experience necessary to 
the handling and investment of large 
sums of money. With all her inexperi- 
ence, sensitiveness and over-confidence 
in human nature, it is not to be ex- 
pected that she could take hold of an 
estate and manage it safely and 
profitably. Mr. Morgan’s broad expert- 
ence taught him this fact. To the 
men, he gave his legacies outright; to 
the women he gave an income, pro- 
tecting them against the hazards of 
business, and their own inexperience ” 





BIG MONTH FOR BONDS. 
August a Record-Breaker Among Wall 
Street Houses—Trade 
Conditions. 





Bond houses in Wall street report 
the best business of the year for Au- 
gust. One representative house with 
a long history is not averse to having 
it known that a busier month was nev- 
er known in all the years of its exist- 
ence. To show how much better the 
past month was than the correspond- 
ing period of last year for this firm it 
was said yesterday that business in 
August, 1913, was 921% per cent. heav- 
ier than in August, 1912. The invest- 
ment demand in August of last year 
was below normal for the month, but 
an increase in the bond turnover of the 
extent mentioned could not be consid- 
ered anything else than huge even if 
business then had been exceedingly 
small, which it was not. 

The September Digest of Trade Con- 
ditions contained the following: 

“Trade in general merchandising 
lines is picking up. Bwsiness is show- 


ing signs of its fall awakening and the 
shipment of grains evén now is total- 


wisely pro-| 


| 
| 
| 


| 


| 
| 


provided ' 


case cf each of the twelve | 
women, the legacy was left in a trust} 
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J. S. RICE, President 


Great Southern Life Insurance Company 


HOUSTON, TEXAS 


OUR RECORD 


J. T. SCOTT, Treasurer 





COMMENCED BUSINESS NOVEMBER 1, 1909 


INSURANCE IN FORCE 


GROSS ASSETS (paid-for basis) 

Dec. 31, 1909 $655,004.93 $992,000.00 
Dec. 31, 1910 1,057,016.02 5,352,260.00 
Dec. 31, 1911 1,128,912.85 10,057,028.00 
Dec. 31, 1912 1,306,689.41 14,859,856.00 


August 31,1913 1,441,027.98 20,687,142.00 





FOR AGENCY CONTRACTS ADDRESS 
O. S. CARLTON, Vice-President 


HOUSTON, TEXAS 








The State Life Insurance Company 
INDIANAPOLIS 


Not The Oldest--Not The Largest--Just The Best 





TEN MILLION DOLLARS 


Deposited With The State of Indiana For The Sole Protection of 
Policyholders 





Good Territory and Remunerative Contracts for Men Who Can 
«Do Things’’ 


Address CHARLES F. COFFIN, 2nd Vice President 
1231 State Life Building 











CALL ON COMPTON 





By the 


becomes 





CALL ON COMPTON 





The Service Route to Success 


Compton way, every client 
a champion of your business 
COME IN AND TALK IT OVER—CALL TO-DAY 


WILLIAM N. COMPTON, General Agent 
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FE INSURANCE COMPANY 


\OSTON MASS, 


ACHUSETTS 
220 BROADWAY 
PHONE 6030-6031 CORTLAND 
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CALL ON COMPTON 





ing from three to four million bushels 
daily. 


“The clearings of banks for July were ! 


13% billion dollars compared with 14 
billions for July of last year. Outside 
New York city, clearings totaled 6,191 
million dollars compared with 6,025 | 
millions for the same month last year. 
Here is fair evidence that money scarci- | 


| 
| 


ty has not retarded the movement of | 
business unless it be in stock exchange | 


circles. 

“Commodity prices are more than 1 
per cent. lower than a month ago, and | 
5 per cent. 
ning of the year. 

“Dividends for August were 49 million 
dollars compared with 47 millions last 
year and interest payments 


lower than at the begin- | 


were 62 | 


millions compared with 55 millions last | 


year. September’ dividend 
pared with 59 millions last year, and 
interest payments wiil be 54 millions 
compared with 48 millions last year. 
The gain in interest payments covers 
new securities issued.” 


disburse- | 
ments will be 58 million dollars com- | 


| 


| 











The Equitable Life 
of lowa 


offers, as helps to selling its policies 
(which are liberal and up to date) 


Moderate Premiums, Highest Interest 
Earnings and Low Mortality 
Experience, resulting in 
LOWFST NET COST 


See Official reports or other publications 





_ A history of conservative and Econom- 
ical Management for more than Forty 
Years: Deposit of full reserve to secure 
Policies, ete. 


These are effective helps with intelli- 
gent prospects. 


Separate Territories to Agents 
LONG CONTRACTS—FAIR TERMS 
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HISTORY OF THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY IN FIGURES 








—-—_——_ “INCOME DISBURSEMENTS 
Interest and Losses and 

Vear Premium Rents Claims Dividends Commissions Expenses 
1359* ES -sesavges —-ateapuast © -) “tsaweaea $761 $2,927 
1860 26,022 $323 5 eee oe 1,921 4,764 
1361 44,511 1,347 |. a eee renee 2,573 7,246 
1562 68,484 3,202 ie Te Sr A 6,400 9,580 
1863 97,929 5,655 Dees |... Seth beeae > | acckenes 24,734 
1864 200,180 11,361 31,329 Ss eee 50,457 
1865 443,762 18,615 64,820 22,021 58,760 32,020 
1565* 360,731 15,224 45,685 259 52,140 25,047 
1566 1,002,855 71,353 128,306 442 124,316 50,278 
1867 1,573,259 120,527 237,108 98,958 195,740 95,542 
1868 2,222,248 194,996 415,033 214,750 368,077 155,745 
1369 3,028,306 310,283 588,409 321,230 378,999 177,457 
1570 3,209,663 460,707 774,762 16,062 358,814 184,851 
1871 3,113,546 659,046 1,085,312 497,072 320,404 194,381 
1872 2,939,597 755,467 1,016,730 449,372 299,400 200,680 
1573 2,952,464 953,788 1,241,624 560,181 269,345 201,729 
1374 2,839,270 1,153,391 1,204,841 694,015 270,051 297,447 
1875 2,736,150 1,317,343 1,250,003 754,488 197,009 265,740 
1876 2,565,805 1,359,567 1,586,635 825,459 198,625 266,516 
1877 2,292,341 1,418,747 2,011,941 879,727 159,091 305,732 
137 1,984,578 1,332,867 2,169,231 919,562 149,583 272,264 
1879 1,860,978 1,317,567 1,871,562 792,184 139,071 302,846 
1880 1,876,925 1,266,060 1,392,248 788,262 164,735 336,477 
1381 2,179,562 1,194,571 1,502,404 768,610 265,934 336,982 
1882 2,620,148 4,175,690 1,456,455 686,895 344,899 461,942 
1883 3,009,212 1,200,001 1,551,000 675,830 358,565 360,543 
1884 3,376,776 1,275,570 1,758,834 727,135 389,918 363,823 
1885 3,785,045 1,319,184 1,859,201 778,593 460,196 + 390,817 
1886 4,416,489 1,454,308 1,593,095 820,904 601,803 466,785 
1887 5,220,953 1,639,166 1,890,198 1,457,611 724,545 480,100 
1888 6,229,424 1,771,209 1,842,936 956,761 916,195 534,455 
1889 7,347,194 2,032,265 2,614,074 928,048 1,095,695 623,928 
1890 8,922,775 2,196,503 2,933,660 989,475 1,361,175 698,493 
1891 10,117,944 2,426,754 3,132,653 1,028,390 1,501,515 746,757 
1892 11,804,016 2,753,538 3,714,780 1,139,886 1,672,470 883,548 
1893 11,921,814 3,042,460 4,155,547 1,143,961 1,432,709 852,825 
1894 12,758,666 3,490,890 3,889,837 1,261,325 1,382,189 947,557 
1895 13,576,073 3,937,639 4,381,825 1,296,894 1,538,091 1,402,787 
1896 14,263,174 4,274,513 4,947,420 1,372,627 1,610,743 1,168,598 
1897 15,122,470 4,858,504 5,214,487 1,510,507 1,684,160 1,739,328 
1898 16,634,531 5,441,668 5,437,065 1,849,014 2,002,319 1,414,658 
1899 18,993,731 5,564,084 6,514,442 2,515,029 2,460,442 1,799,092 
1900 20,934,757 6,163,111 6,625,893 3,229,330 2,548,329 1,919,861 
1901 22,619,068 6,814,658 8,766,974 3,577,503 2,688,693 1,809,761 
1902 24,578,827 7,007,314 8,914,204 4,180,268 2,870,593 1,845,910 
1903 26,155,650 7,444,749 10,556,252 4,456,172 2,928,173 2,923,742 
1904 28,040,740 8,333,811 11,189,599 5,340,482 3,094,046 2,020,753 
1905 30,056,719 8,983,025 13,605,184 6,489,060 3,393,432 2,125,946 
1906 31,839,731 9,856,654 14,536,773 7,366,425 3,535,008 2,196,287 
1907 33,441,811 9,999,963 15,658,433 7,911,285 3,708,348 2,525,460 
1908 35,295,047 11,049,369 17,677,767 9,427,244 3,538,473 2,353,061 
1909 37,303,460 11,990,689 18,637,142 10,337,859 3,711,410 2,431,542 
1910 39,325,776 12,530,484 21,293,740 11,845,024 3,998,125 2,755,284 
1911 23,249,649 12,603,326 4,268,006 2,630,693 


41,050,062 13,382,560 


**Miscellaneous income for 1901, $38,057; 1902, $52,442; 1903, $62,670; 1904, $78,298; 1905, $27,396; 1906, $229,764; 1907, $200,817; 





Cash Mortgages Bondst 
ee) Vonsaederwes) ©! dues tae e 
Re (nt (Sitpebees ut c Sesceke e 
9,210 a, a6 
6,265 21,200 $4,163 
12,868 49,526 9,163 
8,535 95,642 28,000 
21,267 175,342 52,725 
16,117 234,926 84,573 
8,971 504,587 134,700 
38,795 942,201 129,700 
70,479 1,584,365 124,700 
44,538 2,523,221 142,945 
27,473 3,795,285 129,900 
171,954 5,058,184 135,000 
149,121 6,490,545 173,925 
189,097 7,986,335 176,450 
119,799 9,498,388 344,699 
554,293 10,601,468 381,551 
771,289 11,605,627 375,259 
280,816 12,193,014 753,087 
591,391 11,465,676 1,199,617 
1,104,562 10,398,984 1,913,525 
1,583,735 9,985,729 2,470,184 
1,375,378 11,043,228 2,486,491 
629,885 14,330,286 1,246,631 
917,636 15,708,301 1,196,989 
1,304,049 17,376,080 862,109 
1,086,695 19,242,625 650,787 
1,407,054 21,123,758 607,171 
850,944 24,211,495 606,607 
1,072,552 27,352,727 1,116,125 
1,788,654 30,033,434 2,076,857 
913,559 35,455,653 2,964,127 
1,815,357 40,718,057 2,968,627 
3,169,412 45,076,571 4,629,800 
3,161,314 51,412,788 5,635,622 
5,474,158 55,846,691 7,721,045 
4,606,084 59,041,112 12,635,201 
1,921,284 66,871,974 14,613,770 
4,130,041 66,785,998 20,441,309 
5,308,895 72,012,604 24,199,396 
4,094,646 70,558,964 36,810,184 
3,890,437 72,484,397 47,428,727 
3,629,973 72,608,412 58,202,778 
2,933,520 76,543,348 65,930,429 
2,466,819 85,718,617 67,468,362 
3,588,036 93,386,076 72,643,349 
1,449,424 99,070,301 80,396,085 
2,788,859 110,923,055 77,083,823 
1,676,064 121,740,637 70,246,257 
3,182,703 129,213,585 72,864,185 
2,235,432 138,771,264 76,390,290 
1,824,160 150,739,680 71,184,415 

153,562,654 


3,171,747 76,185,385 














ASSETS - 
Poliey Loans Real Estate Reserve 
i log 50). 7 
hse ct acenar 
CS tee eee ee a ae 
Se ee a Re 
Ry tee eo 
112,966 TS SGA 
262,406 13,288 Vac 
409,875 14,931 apps 
787.069 a oe 
1,334,050 eM aCae aint 
1,988,844 128/856 oats 
2,783,880 ee 
3,774,095 315,204 pRB 5d: 
4,054,647 ee en 
4,307,962 Religie Ae 5 
4,403,175 319,252 Rieaa? 
4.314.454 353,750 ee oe 
4,163,649 496,010 $14,405,003 
3,844,981 577,153 15,101,447 
3,277,719 794,099 15,147,605 
2,614,099 — 1,262'368 14,717,523 
2,160,462  1/666.997 14,726,880 
1,877,237 1.818.636 15,092,299 
1,623,709 1.760.219 15,553,068 
1,489,065 1.534206 16,501,999 
1,395,064 1.274352 17,660,938 
1,271,083 1.059.664 18,626,377 
1,158,785  1.322°756 19,942,283 
1,057,453 1.569.316 21,963,674 
859,732 1.320.530 24'508,027 
790,373  1.243'468 27,591,541 
702,541 1.188.630 31,145,787 
602.991 997.106 35,424,507 
546,569 1,026,880 40,488,381 
487.812 995,486 46,374,724 
476,096 1,051,037 52,246,111 
546,360  1.183'409 58,642,821 
2,366,351 1,400,863 65,746,160 
4,203,629  11814'791 72,534,179 
5,518,285  2989:861 80,098,393 
6,323,703 3816901 88,940,661 
6,869,066 4.305.550 98,369,512 
7,462,263 - 4.608.521 108730592 
8,908,551 4,582,855 119,060,080 
11,038,410 4,261,545 129,129,756 
14,063,564 3,611,897  141.022'798 
16,869,190 3,374,607  154.166451 
18,983,027 3,241,976  166.712.487 
22,169,453 2,728,830 179,435,280 
30,577,707  2,293.123  199.621'745 
33,974,004 2.112.626  213.052'873 
36,303,045 1,915,744 227,056,425 
40,565,130 2.217.776  239.889.354 
42,686,449 2106248  252,994°714 
1908, 199,973; 1909, $27,- 


666; 1910, $32,413; 1911, $16,877. * From 1859 to 1965 the annual statements were made June 30th. Beginning with 1866 it was changed to the end of the year, 


Dec. 31st. 


1859 is first six months of that year. 


1865* is for last six months of that year. 


+ Amount of Bonds represents Market Values. 





WOULD CORRECT CLERK’S ERROR. 





New York Life Seeks to Substitute 
Proper Valuation in 15 Year 
Contract. 


A novel point at law was brought for. 
ward Monday before Supreme Court 
Justice Brady of New York State, when 
the New York Life Insurance Com- 
pany, through its counsel, James H. 


McIntosh, asked for an order restrain- 
ing Alfred Wilbur Young from com- 
pelling it to stand by the letter of an 
insurance policy in which a clerical 
error had been made when it was is- 
sued fifteen years ago. 

According to the Insurance Com- 
pany Young took out a fifteen- 
year policy, in which a_ clerk, 
through error, had inserted a twenty- 
year valuation. When the policy ma- 


tured in May Young demanded §$3,- 
300, under the twenty-year valuation, 
but the Company declined to pay any 
sum except the fifteen-year valuation, 
or $2,900. The Company asked that 
the policy be “reformed,” because of 
the clerical mistake, as the payment of 
$3,300 on a fifteen-year policy of the 
nature of the contested paper would be 
in violation of the State Insurance 
Law. 


Young, on the other hand, pointed 
out that the policy contained the state- 
ment in red ink that it was “incon- 
testible” after the payment of one 
year’s premiums. For fifteen years, he 
said, he had fulfilled his part of tne 
insurance contract and this the Insur- 
ance Company does not deny. 

Justice Brady asked both 
submit briefs. 
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If You Will Work 


as hard for The Prudential as the average man has to 
work at his own business, you will be 
amazed at the good results 


We want Agents. 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 
Home Office, NEWARK, N. J. 


Incorporated as a Stock Company by the State of New Jersey 


FORREST F. DRYDEN, President 





Write to-day for particulars of agency 
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COST OF NEW BUSINESS 


RELATIVE VALUE TO COMPANY. 
Northwestern Mutual Experience as 
Compared With Stipulations of 
the New York Law. 








An interesting article appears in the 
September number of Field Notes, pub- 
lished by the Northwestern Mutual Life 
as to the “cost and value of new busi- 
ness. It is pointed out that Section 97 
of the Insurance Law of New York stip- 
lates that the total cost of securing new 
business, including medical and inspec- 
tion fees, first year commissions to 
gether with other expenses for services 
in connection therewith, shall not ex- 
ceed the loading of first year premium 
plus the margin of mortality arising 
from an assumed mortality rate dur- 
ing the first five years of the policy 
of 50 per cent. and 65 per cent., 75 per 
cent., 85 per cent. and 95 per cent re 
spectively of the deaths according to 
the mortality table in use. 

The company gives its own experi- 
ence covering the year 1912 in comply- 
ing with the law above referred to. 
The total first year premium collected 
aggregated $4,678,934 of which $1,162,- 
013, or 24.84 per cent. was gross load- 
ing available for expenses and contin- 
gencies. The gains from this business 
resulting from an assumed favorable 
mortality of 50 per cent. was $1,729,193 
making a total of $2,891,206 which the 
company might use under the law in 
securing new business. 

While this was the allotment which 
the company might make use of it did 
pot, by any means, represent its expe 
rience. The total commissions, medi- 
cal inspection and other expenses in- 
cident to new business paid by the 
Northwestern during 1912 amounted to 
$2,428,859 or $462,347 less than the 
aniount provided by law. In other 
words there was a saving of about 40 
per cent. of the total expense loading. 
It is interesting to note, however, that 
the company’s experience was even 
more favorable than these figures 
indicate in that the mortality actually 
experienced did not equal the 50 per 
cent. mark as stipulated in the New 
York law. 

In speaking of the acquisition of new 
business the company says: ; 

The important principle which | 
the law recognizes is that, if 
properly written and medically 
selected, new business will pay for 
itself. Of course if carelessly se 
lected the mortality gains would tend 
to disappear, or if excessive com- 
missions were paid, or if both these 
conditions existed, the cost of se- 
curing the new business might | 
easily exceed its value, just as a | 
traveling salegman’s salary and ex- 
penses might exceed the profits on 
his orders. In such case a readjust- | 
ment would have to be made soon- | 
er or later for no company or mer- 
cantile house could for any great 
length of time pay more for new 
business than it was found to be 
worth. 

The Northwestern in common with 
several other companies aims to con- 
duct its business on a basis of expense | 
such as will leave a margin of gain to 
the company—its policyholders. 





SEEKING REINSURANCE. 





Great Northern Life of Toledo Would 
Transfer Risks to Cleve- 
land Life. 





A Columbus dispatch contains the 
following: 

To save holders of policies aggregat- 
ing $1,750,000 from loss, the Great, 
Northern Life Insurance Company ot | 
Toledo has made application to the! 
State Insurance Department for per- | 
mission to reinsure these risks with | 
the Cleveland Life Insurance Company. | 


The application will be heard October ! 


6 by a commission consisting of Gov- 
ernor Cox, Attorney-General Hogan 
and State Insurance Superintendent 
Moore. Finding its assets seriously im- 
paired, its surplus completely wiped 
out and its business slipping the offi- 
cials of the Great Northern Company 
cecided upon this step as the only 
means of protecting their policyholders. 
The Cleveland Life Insurance Com- 
pany agreed to take over the additional 
risks. 





MERGER DEAL CONSUMMATED. 





California National Taken Over by |In- 
ternational Life—Conditions 
Approved by Tribunal. 





The reinsurance of the California 
National Life by the International Life 
of St. Louis, has been approved by the 
tribunal appointed by superintendent 
of insurance of Missouri, Chas. G. Re- 
velle. The tribunal was composed of 
Chas. G. Revelle of Missouri, J. A, O. 
Preus, commissioner of insurance <2 
Minnesota and Herman Ekern, commis- 
sioner of insurance of Wisconsin. 

All of the moneys and asgets of the 
California National Life have been 
turned over to the International Life. 
The California National had a capital 
of $250,000, a surplus of $41,000, assets 
of $322,000, and insurance in force of 
$1,700,000. 

The International Life was organized 
in 1909, and since that time has re- 
insured the business of the Great Amer- 
ican of St. Louis, and the Great West- 
ern of Kansas City, Mo., the Empire 
Life of Beaumont, Texas, the Guard- 
ian Life of Spokane, Wash., the Ten- 
nessee Life of Nashville, Tenn., and now 
the California National Life of San Die- 
go, Cal. 

President Massey Wilson and Vice- 
President J. L. Babler were in confer- 
ence Saturday with officials of another 
company, and it is expected that an- 
nouncement its reinsurance will soon 
be made. 

The International Life is now li- 
censed to do business in twenty-five 
states, and gives to St. Louis one of 
the largest life insurance companies 
in the West. It is now writing about 
$1,000,000 of insurance per month. Its 





present capital is $487,500, its surplus 
about $360,000, its assets $3,381,000, | 





| 


GREATEST 
ILLINOIS 


COMPANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 








its premium income about $1,500,000 
per year; it has deposited with the 
State of Missouri about $2,000,000 in 
bonds and mortgages for the protection 
of policyholders, and has insurance in 
force to the amount of about $37,000, 
000. 





HOME LIFE 
INSURANCE COMPANY 


OF NEW YORK 


—The Fifty-third Annual Statement 
of the Home Life Insurance Company, 
of which Geo. E. Ide is President, shows 
that most satisfactory progress has 
been made during the past year; that 
the gain in insurance in force is over 
five and one-half millions, the amount 
in force being now nearly $111,000,000. 
After providing for the various funds 
for the protection of the policy obliga- 
tions, there remains upon a most cop- 
servative basis of valuation a surplus 
of nearly two millions, over and above 
the fund of two and one-half millions 
which is set apart for deferred divi- 
dends, an item ordinarily included in 
the surplus account. The payments to 
policyholders during the year amounted 
to nearly three millions, including over 
half a million dollars in dividends to 
policyholders. 
“The Com’cl & Fin’cl Chron.” 1-25-13. 


For Agency apply to 


GEORGE W. MURRAY, Supt. of Agts 
256 Broadway, New York, N. Y¥. 
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INSURANCE CO. 


BOSTON, MASS. 
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FINANCIAL STATEMENT 


ENGLAND 


Assets Jan. 1,1913..... 8$61,418,397.99 é 
Liabilities............... 57,329,587.56 i 
Surplus.................. 4,088,810.43 ¢ 
Alfred D. hy President 

D. F. Appel, Vice-President 

J. A. Barbey, 


Secretary 
Wm. F. Davis, Asst. Secretary 


J. G. Wildman, Asst. Secretary 


EDWARD 2; ALLEN, w Man. 
LATHROP E. BALDWIN, Man 
141 Broadway, New 


CHARLES H. STRAUSS, General Agent - 
200 Fifth Avenue, New York 
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A goodly crew of money 
makers are writing 
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During the last twelve months we have made contracts with several general h 


Economy of Management 
THE o 
Provident Life ‘ 
AND Trust Company : 1 
| e p 
OF PHILADELPHIA _ |[in,1oynt.2nd Arkansas. If you ; 
Rates of Premium Extremely Low | JAS. A. STEPHENSON ~ 
and still further reduced by | PRESIDENT ‘ 
Annual Dividends DALLAS, TEXAS 
e J c 
BERKSHIRE | Liberal Contracts to Productive Agents 
LIFE If unattached and interested, kindly give 
INSURANCE us your name, age, address, state experi- E 
COMPANY, ence and furnish references, and a proposi- Cc 
Pittsfield, tion for an agency, if in authorized territory, th 
as will be submitted. W.D. WYMAN, President : 
W.S. WELD, Superintendent of Agencies - 
Genuine Opportunities ! : 
th 





agents, in new territory ard in old territory. For a long time their eyes os 
had been turned toward this Company, and they were the kind of men this 

Company looks for---vigorous men, enthusiastic men, men of high ideals,--- I$ 

who are “delivering producers.” If you are such a man, and need a broader o 

field for your abilities, we should be glad to hear from you,---we may have 7 

an opening. ys 

JOSEPH C. BEHAN, Superintendent of Agencies vs 

Ly 

Massachusetts Mutual Life Insurance Compan . 

of 

SPRINGFIELD, MASS. ; . 

INCORPORATED 1851 [ ec 
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STATUB OF JOHN F. DRYDEN 


GIFT OF PRUDENTIAL’S STAFF. 





Bronze Likeness of ‘Late Beloved 
Executive in Rotunda of Com- 
pany’s Main Building. 





A bronze statue of the late John F. 
ryden, the gift of the members of the 
eld and home forces of the Prudential 
isurance Company, stands in the cen- 
r of the rotunda of the main building 

f the company, ready to be unveiled 
vith appropriate ceremony, Septem- 
Ler 24, 

The statue cost about $15,000 and is 

1e work of Karl Bitter, who had a per- 

ynal acquaintance with Mr. Dryden. 

slightly exceeds life size and is a 

anding pose, said to be characteristic 
ci the Prudential founder. 

The statue stands on a circular ped- 
estal of grayish pink New Jersey gran- 
ite from’ Pomton quarries. ‘The in- 
scription beneath reads: 

“John Fairfield Dryden, Founder of 
the Prudential and Pioneer of Indus- 
tial Insurance in America. A tribute 
of esteem and affection from the Field 
and Home office force.” 

The rotunda has been especially dec- 
orated and lighted, with a view to en- 
hancing the effectiveness of the statue. 

Mr. Dryden died November 24, 1911. 
The movement for the erection of the 
present memorial began about two 
months later among members of the 
field force. In February, 1912, a com- 
mittee of three, representing the field 
force, appeared before the directors 
of the company, asking consent to the 
erection of the memorial. 

This consent was readily given and 
Richard V. Lindabury, Wilbur S. John- 
son and Edward Kanouse were appoint- 
ed by the board to confer with the field 
force concerning the design and work- 
manship of the statue. 

A committee from the home office 
also was appointed and that force 
joined in the movement. The efforts 
of the combined committees met with 
response from Prudential workers all 
over the United States and Canada. 

At the unveiling next week former 
Chancellor Magie will preside. Peter 
Egenolf, of Elizabeth, will make the 
presentation on behalf of the givers 
and Mr. Lindabury will accept it on be- 
half of the company. A committee of 
three has charge of the installation of 
the statue and the unveiling ceremon- 


1¢s. 





H. W. COCHNOWER DEAD. 





Capable Young Actuary Passes Away 
at Family Home in 
Cincinnati. 





Houston, Sept. 17.—(Special to The 
Eastern Underwriter)—“‘Horton W. 
Cochnower, secretary and actuary of 
the Guarantee Life Insurance Company 
of this city, died at his family home 
in Cincinnati, O., Sunday morning, Sep 
tember 15, after an illness of some 
months duration.” 

The above telegram to this journal 
announces the passing away of a cap- 
able young actuary who, commencing 
his career with the Union Central Life 
in its acturial department, advanced to 
the post of a life insurance executive, 
having charge of the general business 
of the company. 

Mr. Cochnower was born February 3, 
1876 at Glendale, O., and commenced 
his business life under the supervision 
of his father, John Cochnower, then 
president of the Union Central Life. 
Later he joined forces with the Minne- 
sota Mutual Life as actuary of the com- 
pany, which position he resigned to 
become actuary of the Guarantee Life 
of Houston at the time the latter com- 
pany was organized in 1906. So satis- 
factory were his services with the 
company that on December 19, 1911, he 
Was elected its secretary and treasurer. 
end was given a large part in the man- 


agement of home office and field affairs. | 
In fact he was the strong right arm of 
John H. Thompson, vice-president and 
general manager of the company. 

An idea of the progress of the 
Guarantee Life, for which Mr. Coch- 
nower was largely responsible, may be 
obtained from the following compara- 
tive growth: 


Ine. 
Year. Assets. Reserves in force. 
1907 See $4,524,350 
1908 195,396 59,845 10,611,424 
1909 353,513 149,610 12,372,605 
1910 529,567 286,432 13,001,892 
1911 745,317 469,729 13,708,388 
1912 936,352 645,909 16,035,730 


Mr. Cochnower was a member of the 
Actuarial Society of America by ex- 
amination and was also a member of 
the American Institute of Actuaries. 





CURBING THE POSTAL? 





Colorado Insurance Commissioner 
Warns Physicians as to Recent Law 
(Regarding ‘Examinations. 





Commissioner Epsteen of Colorado has 
addressed a letter to physicians in the 
Rocky Mountain State calling attention 
to a law, recently effective, which for- 
bids the examination of applicants for 
insurance in companies not licensed in 
Colorado. 

While the Commissioner makes no 
mention of the Postal Life in his letter, 
the warning was issued because a 
complaint had been filed with his de- 
partment to the effect that physicians 
in Colorado have been examining ap- 
plicants for insurance in the Postal 
Life, which company claims to conduct 
its business by advertisement and mail, 
making no pretence of securing admis- 
sion by license to operate in the vari- 
ous States from which it seeks applica- 
tions for insurance. 





VARIATION IN METHODS. 
Intalligent Application in Both Inten- 
sive and Extensive “Cultivation” 
Brings Success. 





St. John Duval of the Bristol Agency 
is quoted as setting forth the following 
rules of work at a recent agency meet- 
ing: 

“See 100 and get one, sure; see 200 
and you get 2, sure. Knowledge counts 
some, shoe leather counts more. To do 
good bird dog work you must be as 
enthusiastic as the dog. Keep working 
close to home. When a prospect moves 
ten blocks away, tear up his card; hit 
from where you are at. Carry a tally 
punch and don’t go home until you 
see a few more.” 

We are hearing a good deal just now 
about “creative soliciting.” This ex- 
cellent phrase does not mean sitting at 
a desk all day and creating prospects 
like Heine’s German who evolved a 
camel “from the depths of his moral 
consciousness.” The phrase refers to 
the method of handling the men we in- 
terview; it means intensive farming as 
compared with the extensive method. 
No man succeeds by one method alons, 
but by the intelligent application of 
both methods in proportions suitable to 
his field. The man who expects to elim- 
inate shoe leather from creative solicit- 
ing will fail; but so will the man who 
wholly ignores the human appeal of 
life insurance, no matter how many 
people he may see. Examination of the 
work of different agents would show 
wide variations in the proportion of ap- 
plications secured to persons inter- 
viewed. Dr. Albright wrote $1,850,750 
on 59 lives while Mr. Charles Weinfeld 
in his “pine stump” field wrote 242 
persons to produce $765,000 of insur- 
ance. Each is an expert and knows 
how to work his particular field in ac- 
cordance with his own methods. An- 
other agent wrote $204,000 on only nine 
lives, while a fourth insured 100 lives 
to obtain $159,000 during the agents’ 
year. —Field Notes published by the 
Northwestern Mutual Life. 















HALF PREMIUM POLICY, 
with attractive features, not ap- 
pearing in policy contract issued 
by any other Company, is doub- 
ling the earning capacity of the 
Agents of 


The Southern States Life 
Insurance Company 
ATLANTA, GEORGIA 


The Special Agent’s contract, with liberal first year s commissions, 
and renewals, offers opportunity to men of character and worth. 











“A LIFE PENSION FOR YOU” 


A new idea in life insurance that 
appeals to self-interest. Best seller in 
the market to-day. Write for the booklet 


The Fidelity Mutual Life Insurance Company 
PHILADELPHIA 








L. G. FOUSE, President 








IN FACT, AS WELL AS IN NAME 
STATE MUTUAL LIFE INSURANCE COMPANY 
JOHN W. MADDOX, President 
Rome, Georgia 
Offers to good producers some excellent territory in Georgia, Alabama, 


Arkansas and Florida, where the Company is well and favorably known 
and where your success will be measured by your work. 


Uf interested, take A. B. UTTER, Agency Manager, - ent gee 


the matter up with 











| PAN-AMERICAN LIFE INSURANCE COMPANY 


NEW ORLEANS, LA. 

C. H. ELLIS, President 
Has just completed a most successful business year. Its first nine months’ work 
shows a phenomenal record achieved in the Insurance World. Send for our Financial 
Statement as of January Ist. The Pan-American Life Insurance Company has a 
few openings for ambitious, energetic, live Life Insurance Men of character and 
ability. For further particulars address: E. G. SIMMONS, Vice-President, 

WHITNEY CENTRAL BUILDING, NEW ORLEANS, LA. 

















~ | 
The Guarantee Life Insurance Co. 
HOUSTON, TEXAS | 


Business Received first five months ~ $5,896,432 
os os for Month of May - - $1,411,664 





Opportunities for the Capable and Energetic 














A COOD OPENING 


An old, well established, progressive life ins ce company, with 
dividend record has good opening at PHILA IA, covering Eastern Penn- 
sylvania. Address, stating qualifications: 

PHILADELPHIA, care of The Eastern Underwriter 


lied 








105 William St., New York City 











Security Mutual Life Insurance Co. 


BINGHAMTON, N. Y. 


FREDRIC W. JENKINS. President 


Seize the opportunity and 

Make a contract with one of the best 
Life Insurance Companies in America. 
Investigate for yourself, then 

Consider our proposition. 








C. H. JACKSON, Supt. of Agencies 


For particulars, address 
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HINTS TO BUSINESS GETTERS 





Supplementing the quota- 

Authorities tion from a series of 

on Closing articles dealing with sug- 

gestions tor closing busi- 
ness contributed by field men of the 
Pacific Mutual Life, and appearing in 
that Company’s official organ, the 
“Pacific Mutual News,” the following 
will be found of interest: 

Compared With Wrestling Match. 

John Newton Russell, Jr., manager at 
Los Angeles, contributes the following 
to the discussion: 

“Closing, or attempting to close, a 
case is quite similar to a wrestling match 
except that while the wrestlers are 
both striving for the same goal the 
solicitor is trying to effect a sale, and 
the prospect is trying to prevent it, or 
at least to postpone it, which usually 
means the same result. In one case 
the contestants are exerting themselves 
to the very limit physically; in the 
other they are working just as hard 
mentally. 

“There is always a good reason for 
success or failure in every contest in 
which a life insurance salesman is pitted 
against his common foe, the prospect. 
Here are some of them, briefly stated, 
which may suggest improvement in 
method of work. Let us suppose, Mr. 
Salesman, that you are convinced that 
you have properly prepared the case 
and that the opportune time, the ‘psy- 
chological moment,’ if you please, has 
arrived, and you are determined to ‘kill 
or cure’ and to do it now. You have 
created a demand for your goods, the 
application blank is open before you 
on the table and partially or wholly 
filled. In fact, there may be nothing 
lacking except that long-desired signa- 
ture on the dotted line. The prospect 
has balked; the wrestling match is on 
_in dead earnest; it is a death struggle 
in the last round. Now is the time to 
display the best in the art of salesman- 
ship of which you are capable. You 
know the prospect really needs the 
protection and is able to carry it. Right 
is on your side. It is only necessary 
to persuade him to do now what he 
says he will do at a ‘more convenient 
season.’ To succeed you must be more 
proficient in plausibly and forcibly an- 
swering excuses than he is in making 


them. There is, of course, in his mind 
what he believes to be a really good 
and sufficient reason for not signing 
now, but he is too smart to let you 
know what it is. He will give you all 
manner of usual business excuses (lies?) 
in his struggle to win in this great con- 
test, but you must be sufficiently keen 
of perception to detect it and then 
strong enough to make him finally con- 
fess the truth. 

“Then you have something to work 
upon, and it is up to you to give suffi- 
cient truthful, practicable reasons in 
a forceful, tactful manner until he suc- 
cumbs and the case is closed, other- 
wise you are defeated. But whether 
the result be successful or otherwise, 
let your experience be a lesson for 
strengthening you in your next contest. 
Carefully analyze the case and, if in 
doubt as to whether certain methods 
were for or against you, discuss them 
with an experienced co-worker or your 
manager, until you are satisfied that 
you know how to avoid every error of 
which you are conscious. 

“Most solicitors talk too much. Many 
a prospect is actually prevented from 
‘doing business’ by the continued, rapid, 
stereotyped, can’t-sto p-+till-I-say-it-ali 
talk, talk, TALK, of the would-be sales- 
man. The longer I am in the agency 
business the more I am convinced that 
this is the besetting sin of the average 
fieldman, and especially those who have 
grown gray in the service. They are 
filled with insurance lore, not only of 
their own company but of their numer- 
ous competitors, not forgetting the fra- 
ternals, and they seem to think they 
must unload a goodly portion of it upon 
the prospect, and they do until the load 
is unbearable and the case is simply 
crushed. Many a prospect is talked in 
and talked out without the knowledge 
of the talker. 

“Study and read as much as you can 
regarding your profession as a life in- 
surance salesman. 

“Learn all you can of psychology, 
will power, personal magnetism, etc., 
ete. Get every point you possibly can 
from your co-workers, as well as your 
opponents in the field, but when you 


(Continued on page 7.) 





APPLIED TOO LATE. 





Fifty Thousand Applicants For Life In- 
surance Declined During 1912— 
(Reasons Given. 





Thousands while they were in good 
health, and could easily secure poli- 
cies, ‘have deferred this sacred duty 
until disease has laid its clutch on them 
and the very last opportunity for be- 
coming an insurant is lost. In 1912, 50,- 
00C applications in the United States for 
life insurance were rejected because of 
bodily ailments. Five thousand per- 
sons missed getting insurance because 
of hereditary taint. These could never 
have been insured at all, but the 45,000 
others who were in ill health might have 
passed a medical examination if they 
had applied for it in time. Of these 
10,000 were five years too late, 10,090 
three years too late, 10,000 one year too 
late, 5,000 six months too late and 10,- 
000 only two to three months too late. 
It is to be hoped that the army of lost 
opportunity in life insurance will be 
smaller in 1913 than it was in 1912.— 
Hermit in “Frank Leslie’s.” 





ADVICE TO FARMERS. 





Best Way To Insure Payment of Mort- 
gage—Life Insurance Grow- 
ing in Popularity. 





A recent article in “Southern Farm- 
ing,” which is published in Atlania, 
gave a strong endorsement to life insur- 
ance as an available and advisable 
means of protection among farmers. 

We quote the following: 

“Why does anyone have to be urged 


to buy life insurance, some of which 
should ‘be carried by every person? 
There are insurance agencies in every 
village and town where any person can 
get almost any kind of insurance, life 
or fire. The number of farmers who 
carry life insurance is constantly in- 
creasing, and justly so. We have in 
mind one concern that carries insur- 
ance on the lives of almost as many 
farmers as it does physicians or sales- 
men. A good many farmers have here 
tofore put their spare money into buy- 
ing more land and give a mortgage for 
the balance. There is no better way 
of insuring the payment of a mortgage, 
in case of death, than by a life insur- 
ance policy of an equal amount. In 
fact, this kind of insurance is on the 
increase. Farmers, like other busi- 
ness men, find that it helps their 
credit as well as their peace of mind 
to take on life insurance equal to the 
amount of any extroardinary indebted- 
ness incurred. There are various 
forms of insurance that give such pro- 
tection at a low price.” 





Manhattan Life Appointments. 





Following his return from the South, 
John F. Roche, vice-president of the 
Manhattan Life announces’ Robert 
Norris as general agent for South Caro- 
lina. Mr. Norris is a young, success- 
ful life underwriter and a native of 
that State. 

The Company also announces the re- 
appointment of J. E. Nichols as its rep- 
resentative for Illinois outside of Chi- 





cago. Mr. Nichols was with the Com- 
pany for twenty years. 





E. P. MELSON 
President 


MISSOURI 
STATE LIFE 


Salable 
Policies 


Participating and Non-Participating 


JOHN G. HOYT 
Vice-President 


THE 
MICHIGAN 
STATE LIFE 


DETROIT 





Insurance in force 
over 


$9,000,000.00 








Offers unexcelled Policivs and 


Special Inducements for 
General Agency Contracts 


splendid commission contracts 
direct with the Company to agents in 


OHIO--- MICHIGAN---INDIANA 





Home Office: ST. LOUIS, MO. 























is making the most rapid progress because, among 

other good points, it grants the most complete 

protection to policyholders through combinations 

of Life insurance, Permanent Disability insur- 

ance, and Weekly Indemity for loss of time. 
For Agencies Address 


ARTHUR E. CHILDS, President 
WM. C. JOHNSON, Vice-Pres. and Gen’! Mgr. 






The Best Company To Work For Is One Whic 















Extracts from Report of Examination of 


SOUTHWESTERN LIFE INSURANCE CoO. 


By the State of Texas, July 2, 1912 


“The affairs of the Company are most ably managed, and 
all its records are in excellent shape. 

“The treatment of policy-hulders has been fair and equitable 
and claims have been promptly paid. Evidences are not lacking 
that the Company enjoys the confidence of the insuring public, 
a confidence apparently well deserved.” 











BANKERS LIFE COMPANY 


DES MOINES, IOWA 
ERNEST E. CLARK, President 


ORGANIZED 1879 
Exceptional record during thirty-three years for 


Low Rate of Mortality Economy of Management © Prompt Payment of Claims 
Admitted Assets Over - - a $19,500,000.00 








SAN ANTONIO 
TEXAS 


San Antonio Life Insurance Company, 


HENRY A. HODGE, President 


Surplus to Policyholders | Insurance in Force, $4,715,5&4.00 
$388,324.02 2064 policies, with prems., $163,100.92 
GAINS DURING 1912 

Assets Premium Income Interest Income 

$57,088.47 $18,704.10 $6,806.67 
INSURANCE IN FORCE, $631,934.00 
GROWTH IN ASSETS 

1911—$485,915.57 


Policy Reserves 
$64,529.10 


1910—$126,085.00 1912—$543,004.04 
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eer life insurance company of 
the Southwest 
ATTRACTIVE POLICIES and LIBERAL CONTRACTS. 
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AUTHORITIES ON CLOSING. 





(Continued from page 6.) 


ire attempting to close a case, do not 
ry to practice some particular scheme 
or syste mof which you have read and 
1eard. Simply be yourself. You can- 
oot afford to attempt to ape the meth- 
ds or styles of another at this critical 
moment, nor can you afford to think 
or an instant about how some one else 
ould handle the case. You must for- 
et everything except inducing your 
rospect to respond to your desire. 
“Perhaps the greatest draw-back to 
he average life insurance salesman and 
specially the beginner, is fear. Many 

case is killed before the attempt to 
‘lose is even made, simply through 
ear, that awful bugaboo that is the 
uination and downfall of a large per- 
entage of men and women in every 
wrofession. With confidence and cour- 
ge you will quickly rout fear and, 
vith comparatively little general knowl- 
dge of your business, you will soon 
vecome famed for your success in ‘Clos- 
ng.’” 


When to Quit Talking. 


Samuel S. Jackson, general agent at 
‘‘hicago, says: 

“It requires real talent to secure the 
ipplication of a stubborn subject. The 
lawyer at the bar in convincing a jury 
has not so hard a task, for the jury 
decides upon the interests of the plain- 
\iff or defendant, their own pocket 
books not being considered, whereas 
the closing of an application means 
that the party who insures must part 
with money, and the agent who can 
convince him to do so contrary to his 
own previously formed decision accom- 
plishes a real achievement. 


“Of course the first thing is to get 
the man interested in what you are say- 
ing, and there is no better way to in- 
crease his interest than by increasing 
his liking for you, for when many of 
the old companies are so evenly bal- 
anced as to cash values, etc., the in- 
surer does not take a policy with an 
agent whom he does not like in pref- 
erence to one whom he likes. Having 
established his interest in the matter 
at hand, the next point is to explain 
accurately the details of your contract 
and by all means not to talk too much, 
for many an agent has failed to write 
an application by ‘over-talking.’ Just 
at the crucial moment, when the ap- 
plication is spread open upon the desk 
and the man is looking down intently 
at the figures and the agent has pro- 
duced some stunning argument (most 
forcibly in an easy deliberate tone of 
voice, allowing the idea to sink in and 
be thoroughly digested), then is The 
time for the agent to stop completely 
and not say another word until the man 
has broken the silence; for he is now 
thinking about his plans known only 
to himself; for instance, how much he 
can afford to carry, when his expenses 
of living or payments that are to be 
made on other things become due, etc.; 
and, if the agent in the midst of these 
thoughts continues to explain, he in- 
terrupts and destroys the very thought 
of his man which would have led to 
his writing the application. 

“The man now utters the first word 
and shows the drift of his thoughts; 
for instance, that he cannot afford 
right now to take the policy but wili 
have to wait two or three months. 
This gives the agent a definite line of 
attack and he tells his man that he can 
easily arrange that for him by taking 
his note for ninety days and putting 
the policy in force by advancing the 
amount to the company out of his own 
pocket, etc. 

“While the above may be very cor- 
rect, it still lacks one very important 
lever. In many cases a man will say 
io the agent, ‘Well, I think I will take 
this insurance, but I will have to talk 
this matter over with my wife.’ If the 
agent now persists in writing the ap- 
plication in the face of this statement, 


-who is the ‘ruler of the roost,’ would 





he will lose the insurance. What he 
should have done was to have arranged 
previously to have the above conver- 
sation with this man in the presence 
of the wife, for in most cases the wife 
grasps the points of a policy more 
quickly than the man, and her possi- 
ble word of disapproval may be met 
by the agent in person, which would 
have been fatal if he had allowed the 
husband to try to meet it. In ninety- 
nine cases out of one hundred the wife, 


not listen as attentively and patiently 
to her husband’s second-hand explana- 
tion of the policy, even if he could re- 
member all the agent told him, as she 
would to the arguments of the agent. 
Besides, where the husband is inclined 
to be a cold subject, by meeting the 
husband and wife at the same time the 
influence of the two combined against 
the husband frequently produces the 
desired effect. 

“But this applies only to the policies 
of from $1,000 to $5,000. In most cases 
men who take iarger policies are pro- 
viders who do not consult wives in such 
matters. 

“By all means do not ask a prospect 
to lunch and ‘spring’ your policy on 
him. Call him up and ask him to 
lunch with you, and state that you wish 
to talk business with him while you 
are waiting for your order to be served. 
If he consents, he is prepared to hear 
you, whereas to ‘spring’ it on him 
would be to disgust him.” 


Four Essentials. 


Herman Fellinger, manager at Cleve- 
land, Ohio, says: 

“The subject of closing is to my 
mind rather a difficult one to discuss. 
No two prospects can be closed in ex- 
actly the same way, and no two agents 
would close the same prospect in just 
the same manner. ‘So many different 
elements are concerned in bringing 
about the socalled ‘psychological mo- 
ment,’ that the matter of closing is 
practically a personal one. 

“There are, however, several cardinal 
and important things which I feel all 
agents should keep in mind in dealing 
with all prospects: ist, He should pre- 
pare for closing as carefully and thor- 
oughly as he expects to be convincing. 
Knowledge of the business, tact, and 
observation are important. The pow- 
ers of observation should be especially 
well trained and brought into use to as- 
certain the best methods of approach 
and most likely channels through which 
to appeal to the prospect. Find his 
‘hobby,’ if he has one. 

“2nd. The agent should go after those 
prospects only who can be closed; he 
will then close those he goes after. 
Judgment in selecting prospects is es- 
sential to success and the mind should 
not be burdened with names of those 
who are not real prospects; eliminate 
the ‘dead ones.’ 

“3rd. Create the proper impression. 
The prospect should be made to be- 
lieve that no matter what he may 
know on any subject the agent’s know- 
ledge of insurance is superior; and, in- 
deed, it should be superior. The im- 
pression created will determine the con- 
fidence of the prospect. 

“4th. Concentration is absoluely nec- 
essary. The agent’s whole being, so 
to speak, should be centered on the 
subject. His knowledge and his faith 
and belief in what he is selling should 
be so concentrated that the prospec- 
tive insurer is compelled to follow his 
arguments to a successful closing. The 
proposition should be presented with 
intense earnestness. Carry the pros- 
pect with you not onky to the point 
of the signature on the application, but 
beyond, so that the policy will remain 
on the books of the company to ma- 
turity.” 
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THE 


METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 
* (Stock Company) 


2 ° Of the P 
The Company By the er 
For the People 
The Daily Average of the Company’s 
Business during 1912 was: 
536 per day in Number of Claims Paid. 


Issued and Revived. 


Issued and Revived. 


$256,199.67 per day in Payments to 
Policyholders and Addition to Re- 
serve. 


$145,616.61 per day in Increase of 
Assets. 


METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING 


JOHN R. HEGEMAN, President 


6,765 per day in Number of Policies 


$1,605,814 per day in New Insurance 








J. G. WALKER, President W. L. T. ROGERSON, 2nd Vice-President 
E. D. HARRIS, Ist Vice-President A. S. HURT, Secretary 
B. H. WALKER, Assistant Secretary 


The Life Insurance Company of Virginia 
ORGANIZED 187 
Home Office - - RICHMOND, VIRGINIA 
OLDEST - LARGEST - STRONGEST 
Southern Life Insurance Company 
The PIONEER Southern Industrial Life Insurance Company 














Its Policies are clear and definite in their provisions and their values are absolutely 
guaranteed 
EE, ccndmmnsiéndidecssernniactat Snes 
naar soesie sr cocree i December 3; mail aeceieces “She ae 
Capital and Serres a December 31, 13 O0848 
lnsurance in Force................ December 31, 1012..... £52.00 
Total Payments > Policyhoiders since Organization... 12. £13.35 
LIFE ACCIDENT HEALTH 
————— Ln 
. J 
District Agents Wanted 
is Throughout Pennsylvania on 


Address 


Philadelphia Life Insurance Co. 


North-east Cor. Broad and Sansom Streets 
Philadelphia, Penna. 




















Subscription $3 Per Annum 








YOUR CARD 


as a representative of the ‘‘ Oldest Life Insurance Com- 


pany in America’’ will prove your best introduction 


The Mutual Life Insurance Company 


of New York 


Impregnable Strength 
Incomparable Dividends 
Maximum Benefits 
Minimum Net Cost 


For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 
34 NASSAU STREET, NEW YORK, N. Y. 
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WHY WITHHOLD PRAISE? 





Less than fifty words are used in 
commendation of the Northwestern 
Mutual Life by the Wisconsin Insur- 
ance Department in the report of an 
examination which extended for nearly 
a year and occupied the time of twenty- 
four department employes, many of them 
experts in their particular work. 

Commencing as a small organiza- 
tion the Company has reached the point 
where the Department classes it as the 
fourth largest legal reserve life insur- 
ance company. For several years the 
Company made a larger gain in insu™- 
ance in force than any other company. 
Its investments have been such as to 
not only eliminate loss, but yield suffi- 
ciently large returns to pay handsome 
surplus accounts to policyholders. Since 
1900 the Company has paid $34,000,000 
dividend 


policies alone, to say nothing of its 


in dividends on deferred 


large yearly payments on annual divi- 
dend contracts, which constitutes the 
great bulk of its business. 

So efficiently has its agency force 
been established that it guarantees a 
progressive and desirable class and 
volume of business without “borrow- 
ing” from old policyholders to pay for 
the cost of production. 

Several years ago the Northwestern 
reached the point where it paid in tax 
to its home State $1,000 per day for 
every day in the year and by reason of 
“leaps and bounds” the daily amount is 
rapidly nearing the $2,000 mark. Yet 
it is able to qualify as one of the 
very strongest competitors for life in- 
surance from the standpoint of net 
cost. 

It would seem as though a volume 
could be written in commendation of 
the Northwestern, its wonderful or- 
ganization and the high plane upon 
which its business is conducted, but 
then even such a perfect individual as 
our Saviour could evoke neither praise 
nor honor in His Own country. 
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PERPETUATING LOVE AND 
ESTEEM. 





Draped in the stars and stripes, in 
the center of the rotunda of the main 
bulding of The Prudential, stands a 
bronze statue of the late John F. 
Dryden founder of the Company and 
until the time of his death November 
24, 1911, its president. On Wednesday 
of next week the beautiful emblem of 
our country, “The Land of the Free 
and The Home of the Brave,” will be 
lifted revealing a never-fading like- 
ness and an ever-enduring tribute to 
the memory of a man who through 
love and service indelibly portrayed 
himself and his works upon the hearts 
and in the minds of those who would 
thus do his memory honor. The in- 
scription beneath the statue reads: 

John Fairfield Dryden, Founder 
of the Prudential and Pioneer of 

Industrial Insurance in America. 

A tribute of esteem and affection 

from the Field and Home office 

force. 

Mr. Dryden’s idea of the staff of 
The Prudential—home office and field 
—was that of a great family, each 
member sharing his or her part in the 
responsibility of maintaining the Com- 
pany as one of the greatest institu- 
tions. His work was not theoretical 
but rather of the most practical nature. 
He set the example by doing. If one 
were seeking an ideal as to intelligent, 
never-tiring industry, it could be found 
in the person of John F. Dryden. His 
entire career was remarkable for the 
practical ideas developed and persist- 
ently—even at a sacrifice of what the 
world might term personal pleasures— 
carried out. 

Likewise he was extremely loyal. 
His zeal for The Prudential knew no 
bounds. During the closing years of his 
life, Mr. Dryden battled against strong 
opposition to safeguard the interests of 
policyholders as against the claims of 
some stockholders, while one of his 
latest acts was that of laying the found- 
ation for the mutualization plan now 
under way. He was sturdy and strong 
for the right. 

The statue erected to his memory is 
a tribute to the great characteristics 
of the man; the Company is a monu- 
ment which speaks world-wide as to 
what was accomplished as a result of 
his labors. 





ALREADY WELL ADVERTISED. 





In speaking of the abandonment for 
luck of support of the project of the 
National Association of Life Under- 
writers to raise a fund of $100,000 
among life insurance companies to be 
used in non-partisan advertising of the 
life insurance idea, Field Notes, pub- 
lished by the Northwestern Mutual 
Life has the following to say: 


The public already knows the 
main facts of life insurance; what 
it needs is personal persuasion. 
Advertising is a wonderful effective 
instrument of influence but there 
are some things it cannot accom- 
plish, advertising experts to the 
contrary notwithstanding. If the 
public did not already know about 
life insurance, advertising could 
perform the valuable service of 
telling them the facts. But this 
work has been done, and well done. 
It is sometimes overlooked that for 


FRATERNALISTS OPPOSE LIENS 


BY ORDER OF CHIEF FORESTERS. 








Provisions of Canadian Law Not Satis- 
factory to Members in 
New Jersey. 





Serious opposition developed at the 
meeting of Court General Runyon In- 
dependent Order of Foresters held in 
Newark last week against the adoption 
of a scheme put forth by the Supreme 
Court of the Order to make good a 
deficit in funds to carry out contract 
obligations which, it is stated, will 
amount to about $25,000,000 on Oct. 1. 

The plan put forth by the Supreme 
body conforms to the provisions of an 
optional law enacted by the Canadian 
Parliament. This plan was adopted by a 
two-thirds vote at a recent session of 
the Supreme Council in Toronto. 

The effect of the law iis to place upon 
the certificates of all members of the 
Order who joined prior to 1899 a lien, 
or debt, the amount of which is rated 
according to the age of the beneficiary 
at the time of entrance into the order. 

For instance, a beneficiary whose 
certificate was issued in 18938, at a time 
when he was sxteen years old, wili be 
obliged to pay $1Uu for every $1,000 of 
benefits. A beneficiary of the same age 
who joined in 187% will have to pay 
$260. If such an amount is not paid 
by October 1, imterest at four per cent. 
per annum will also be charged against 
his policy. 

May Mean Independent Movement. 

The New Jersey members of the 
Order fear the adoption of the plan will 
mean the impairment of the future of 
the Order through a general exodus 
from the membership. There have 
been suggestions that history may re- 
peat itself and thai in this city as in 
1874, when the first court to secede 
from the Ancient Order of Foresters, 
another independent movement in the 
Order may, start. 

There is complaint among the older 
members of the Order, who will have 
to stand the expense of the proposed 
reimbursement of funds, as well as 
among those who joined the organiza- 
tion subsequent to 1899 and will not 
have to pay anything in addition to 
their regular assessments. The latter 
class is protesting against the use by 
the Supreme Court of $1,000,000, which 
formed a part of a reserve fund accumu- 
lated from the premiums of the younger 
members, to aid the older ones. 

The expressed purpose of the Canadi- 
an legislation ag set forth in an official 
circular mailed to every officer and 
member of the Order, is to place all 
the mortuary benefits of the Order on 
a solid financial basis. The trouble has 
been that prior to 1899 the members 
of the Order were not assessed suffi- 
ciently to accumulate a reserve fund 
necessary to meet the liabilities of the 
Order. More recent acquisitions in 
membership, it is said, have amply con- 
tributed to this reserve. 

The circular explains that when the 
provisions of the Canadian act are car- 
ried out the Order with its present in- 
come will at all times have enough 
assets to meet the certificates of all 
the members as they fall due. It fur- 
ther states that this will be accomplish- 
ed without the imposition of any in- 
creased assessments upon the members 
in the future. 


In accordance with the provisions of 


more than half a century a vigor- 
ous and successful educational 
propaganda has been carried on 
and that right now there are some 
135,000 agents busy telling the public 
of the merits of life insurancein a 
personal way, to say nothing of 
many hundred thousands, satisfied 
policyholders, and the widows and 
children of such, who know life 
insurance because they have exper- 
ienced its benefits. 





OF PERSONAL INTEREST 











Professor Albert W. Whitney of the 
University of California, will shortly 
come Hast as associate actuary for the 
New York Insurance Department. 
Professor Whitney while never direct- 
ly engaged in the insurance business 
has a general knowledge of its prin- 
ciples, and from time to time has 
done special investigation work in 
certain of its departments; notably in 
compiling loss settlement figures for 
the San Francisco Chamber of Com- 
merce in 1906, and as actuary for the 
New York Legislative Investigation 
Committee in 1911. During the past 
year he has aided in drafting Cali 
fornia’s new workmen’s compensation 
act, and prepared a lot of data for 
the California Industrial Accident 
Board. 

Professor Whitney retires as asso- 
ciate professor of mathematics and 
insurance at the University of Cali- 
fornia to accept the New York Insur- 
ance Department connection. 





George Velter Steeb, a former East- 
ern Pennsylvania special agent for the 
Hartford Fire, and now an independ- 
ent adjuster at Philadelphia, had an 
experience at Atlantic City a few days 
ago, that he is not likely to forget in 
a hurry. 


Although a light and powerful swim- 
mer Steeb while in the surf, was seized 
with cramps, and was forced to call 
for help. Fortunately two young boys 
were at hand and managed to reach 
Steeb with their canoe in good time to 
help him to safety. 

Thus was a fine adjuster saved to 
the business. 


the new law, it was necessary for the 
Order to ascertain how much of the 
accumulated funds had been obtained 
from payments by members who joined 
the Order prior to 1899, as well as how 
much of it had been contributed by the 
membership dating from that year. 
This disclosed that $6,245,660.62 had ac. 
crued from the payments of the prior 
members, whereas the accumulation 
from the more recent members totaled 
$14,314,250.09. 

The next siep by the Order was the 
placing of a valuation upon the liabili- 
ties as represented in the certificates 
held by the older members. Upon the 
basis recognized by the Order, which 
is the standard under the new law, 
these valuations aggregated $32,250,000. 
To this amount, it was found, there 
would be applicable but $6,000,000 ot 
the reserve fund. 

Consdering similar valuatons placed 
upon the certificates of the subsequent 
members, it was found that at the close 
of business December 31 there was a 
fund of $1,725,000 available after a suflfi- 
cient share of the reserve fund had been 
applied to the certificates. 





Reductions in Commissicns. 





The adoption of the report of the large 
cities committee of the Western Union 
for reducing commissions and broker- 
ages at Chicago, had attention at the 
opening session of the association at 
Hotel Champlain, N. Y., yesterday. 





Chartered in Delaware. 





Delaware has chartered the Title 
Guaranty, of Memphis, Tenn., the 
capital of which is reported at $100,000. 





An appeal bond of $100,000 was re 
cently issued by the National Surety 
Company of New York to the Oregon 
& California Railroad Company. 





An incendiary is thought to be at 
work in the vicinity of Plainsboro, N. 
J.; and a strict investigation is being 
made by the prosecutor. 
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_FIRE INSURANCE DEPARTMENT 














KERGER HIGHLY PROBABLE 


CIRECTORS ALL FAVOR PLAN. 








Despite Opposition of Certain Stock- 
holders Phoenix Will Likely 
Take Over Connection. 





While certain stockholders of the 
Connecticut Fire are strongly opposed 
the amalgamation offer of the 
}hoenix—not because the proposition is 
ea illiberal one in any r t, but in 
the thought that bids should have been 
received from other companies—the 
prevailing opinion in the underwriting 
world is that the deal will be con- 
s immated. 

The directors of the Connecticut are 
a unit in urging acceptance of the 
Fhoenix plan, and their recommenda- 
tion is sure to have a large influence 
with the stockholders. 

The National Fire is reported to 
have made an offer of one share of 
its stock and a bonus of $85 for each 
share of Connecticut stock. The offer, 
it is further stated, was never submitted 
to the full board of the latter company. 

Insurance men_ generally would 
greatiy regret the passing of the fine 
cold Connecticut Fire, whose plant is 
one of the best in the country, and 
doubly so because its retirement seems 
so wholly unnecessary. The fraternity 
finds it hard to understand why if Vice- 
President Howe, because of his age, re- 
fused to consider the presidency of the 
corporation, any one of the half dozen 
aggressive personalities reputed to 
have been approached, declined to en- 
tertain an offer. 

Surely the presidency of the Connec- 
ticut Fire, at anything like the salary 
said to have been offered should prove 
attractive, even to men so well in- 
trenched in their present positions as 
the parties mentioned by general report. 





LOSE $3,000,000 LINE. 





New ‘England Mutuals Take Large 
Pennsylvania Risk Away From 
Stock Companies. 





After patronizing the stock fire in- 
surance companies, for years, the Rail- 
way Steel Springs Company of Latrobe, 
Westmoreland county, Pa., has placed 
its entire line of over $3,000,000 with 
the New England mill mutuals under 
a three years’ policy. 

By the terms of the contract the 
mutuals cover the tornado and sprin- 
kler leakage as well as the fire hazard, 
a condition that largely influenced the 
plant owners away from the stock 
companies. The New England mutuals 
have been unusually active in solicit- 
ing business throughout Pennsylvania 
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during the year, and it is reported 
several other extensive manufacturing 
properties in the Western section of 
the State will shortly follow the Rail- 
way Steel Spring Company in patroniz- 
ing this class of institutions. 





CITY INSPECTIONS. 





National Board Engineers Soon to Com- 
plete Their Work at Scranton 
and Rochester. 





Within a short time, it is figured, the 
engineers of the National Board of 
Fire Underwriters will have completed 
their investigations at Scranton, Pa., 
and Rochester, N. Y., where they have 
been at work for several weeks, and 
will move on to other centers. 

The staff now at Scranton will go to 
Hoboken, while the group just finish- 
ing Rochester will make New Haven 
their next stopping place. The in- 
tended visit of the engineers to New 
Haven is the result of an earnest re- 
quest for such action made to the Na- 
tional Board of Fire Underwriters by 
the Mayor and the Board of Aldermen 
of the prosperous New England city. 

The engineers, who are now at Dan- 
ville, Ill., will soon submit their re- 
port upon the fire hazard of that city. 





ALL GOBBLED BY RECEIVER. 





Depending Upon Assessments to Pay 
Losses Proves Disastrous For 
Penna. Mutuals. 





Without adequate financial resources 
anc dependent wholly upon assess- 
ments upon policyholders to pay cur- 
rent losses, was too much of a strain 
for four Pennsylvania mutual fire 
companies, whose affairs have been 
turned over to a receiver for adminis- 
tration. 

The companies in question are the 
Manufacturers and Merchants; Ex- 
change, United States Merchants and 
the Provident, all of Philadelphia, and 
al! managed by Arthur Freeston as gen- 
eral agent. 

Insurance Commissioner Johnson was 
appointed temporary receiver. A hear- 
ing to make the receivership perma- 
nent will be held on the 6th prox. 





Upholds BlueSky ‘Law. 





Attorney-General L. A. Smith, of 
Minnesota, in a formal opinion given 
Insurance Commissioner J. A. O. Preus, 
upholds the constitutionality of the 
blue sky law of the State. The right 
of the Legislature to segregate insur- 
ance companies from other classes of 
corporations for State regulation, which 
was the point at issue has been af- 
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DECLINES TO ACT. 





Texas Legislature Adjourns Without 
Rescinding Co-Insurance 
Clause Prohibition. 





Greatly to the regret of underwriters 
and of the business interests of the 
State, the Texas Legislature adjourned 
some days ago without taking any 
action concerning fire insurance meas- 
ures. It was confidently expected that 
the statute prohibiting use of the co- 
insurance clause, save upon a limited 
classification of risks would be rescind- 
ed, in line with the petition of the boards 
of trade of a number of the leading 
cities, but such was not tthe case, 
the law-makers concluding their de 
liberations without indicating in any 
way their attitude toward the ques- 
tions submitted them. At present it 
is customary for the owners of large 
mercantile properties to insure for 
about 25 per cent. of the value. A 
number of companies will now insist 
that the ratio be at least 60 per cent., 
else they will refuse to issue their 
respective policies. 





STANDARD POLICY FORM. 





Mutual Fire Companies to Consider 
Insurance of Uniform 


Contracts. 





The issuance of a standard form of 
fire insurance policy will be considered 
by the mutual fire company executives, 
at a meeting of their National Associa- 
tion to be held at Indianapolis this 
week. 

Hon. J. A. O. Preus, insurance com- 
missioner of Minnesota, will be in 
attendance as representing the Na- 
tional Convention of Insurance Com- 
nvissioners, and will take an active 
part in the deliberations. 





FIRE WASTE CONGRESS. 





Gathering to Consider Reduction of 
Present Excessive Fire loss 
to be Held. 





Under the auspices of the Philadel- 
phia Fire Prevention Commission, a 
Fire Waste Congress will be held in 
the Quaker City early next month; 
the exact date to be determined later. 

Officials of the National Government 
and State and municipal officials, rep- 
resentatives of all the great trade, 
civic, labor and business associations 
and of the leading Insurance organi- 
zations have accepted invitations to 
attend the Congress. 

A feature of the meeting, which will 
cover a period of five days, will pe an 
exhaustive discussion of the subject of 
arson. The whole subject of fire waste 
is so broad and complex, according to 
those in charge of the Congress, that 
speakers who will address the dele 
gates will be given a limited time to 
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New YORK OFFICE 


present the subjects assigned to them. 

Another feature of the Congress will 
be the reading of the reports of the Na- 
tional Fire Protection Association. 

During the Congress a national or- 
ganization to be known as the Ameri- 
can Fire Prevention League will be 
formed. This will consist of 48 State 
associations and constituent municipal 
branches. It has been proposed that 
each of the 48 State organizations shall 
select eight members to represent the 
State nationally, making in all 384 mem- 
bers. To this number it is proposed 
to add 66 members-at-large, making a 
total assembly of 450 members, 





Irvington N. J., Has $20,000 Fire. 





Irvington, N. J., experienced a $20,- 
000 loss on Thursday last, when sev- 
eral buildings on Clinton avenue 
burned. 

The burned structures consist of the 
Masonic Temple, a two-story brick and 
frame structure, at 1102 Clinton ave- 
nue, owned by Franklin Lodge No. 10, 
F. and A. M.; Chinese laundry at 1104 
Clinton avenue, occupied by Sam Lung; 
fruit and candy store at 1106 Clinton 
avenue, occupied by Joseph Raggi; 
barber shop in the same building occu- 
pied by Vincenzo Dalazzo, a two-story 
frame store and dwelling at 1108 Clin- 
ton avenue, occupied jointly by George 
F. Garwood and Harry H. Smith and 
son, and owned by Mr. Garwood, and 
two stables belonging to Smith, and 
Judas & Co., butchers, of Clinton and 
Union avenues. With the exception of 
the Masonic Hall and the Garwood- 
Smith buildings the stores were of one- 
story, of frame construction. 








Contest Paterson Loss. 
As assignee of the Queen Armour 
Silk Company of Paterson, N. J., the 


Hamilton Trust Company of the same 
city has brought suit against a num- 
ber of fire insurance companies to re 
cover losses alleged to have been 
suffered by the former concern. 

The amount of insurance involved is 
considerable, and the companies in- 
terested feel they are fully justified 
in the stand they have taken. Adjust- 
ment of the loss was left to the Gen- 
eral Adjustment Bureau of New York 
city. 





Hereafter the Republic Underwriters 
as well as the Sterling Fire and the 
Commerce Insurance companies, will 
be represented in New York city by the 
W. H. Kenzel agency. 

The appointment by the Texas organ- 
ization followed a careful inspection of 
the Kenzel business, and is a tribute 
to the excellent quality and quantity 
of risks controlled by the agency. Mr. 
Kenzell is related to the president of 
one of the leading local banks, and it 
is understood secures no little of his ex- 
tensive high-grade business through 
this source. 
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WATER FRONT IN JEOPARDY 


JERSEY CITY’S SERIOUS MENACE. 





Pretective Facilities Should be Radi- 
cally Overhauled to 
Insure Safety. 


In the opinion of experienced fire 
fighters Jersey City would be seriously 
menaced if fire were to break out any- 
where along its extensive water front 
while a northeast wind were blowing, 
a contingency that is likely to arise at 
zuy time. 

The flat refusal of the majority of 
the Board of Commission to permit the 
expert engineers of the National Board 
of Fire Underwriters to examine the 
protective facilities of the city, in line 
with the request of the Chamber of 
Commerce nas forced home the convic- 
iion to business men of the community, 
that the only reason for the commis- 
sioners action is their fear of what an 
examination by skilled men would dis- 
clese, and because of this belief the 
Chamber of Commerce is more deter- 
mined than ever that “the truth, the 
whole truth and nothing but the truth” 
concerning the city’s fire fighting force 
and equipment shall be ascertained and 
made public. 

Jersey City has an extended un 
highly valuable water front. Without 
a single fire boat of its own, it de 
pends upon New York city for help in 
cease of need. This aid has been gen- 
erously and effectively given thus far, 
hut what guarantee has Jersey City 
that aid from the great metropolis 
aeross the river will always be avail- 
able? 

Although maintaining a fleet of high 
powered tugs New York has vast water 
front interests of its own to look after, 
and might have need for every one of 
its boats when Jersey City was calling 
for help. 

Beyond the pier line Jersey City has 
row after row of small frame dwellings 
and mercantile establishments’ that 
would supply fine fuel for the flames 
once the latter got under good head- 
way. How efficient the Jersey City 
firemen would be in combatting a fierce 
blaze can be imagined from the manner 
in which they have acted hitherto. 

The chief of the department was 
appointed to his present highly re- 
sponsible post after his term as com- 
missioner expired; prior to which 
time he was a saloon-keeper. Business 
men of Jersey City may well feel con- 
cerned over the fire hazard of their 
community, and the Chamber of Com- 
merce is fully justified in instructing 
its special committee to continue their 
fight for a thorough investigation. of 
the fire department. 





VICTIMIZED BY AGENTS. 
Failure to Read Policy Impoverishes 
Wealthy Business 

Man. 

According to the story 
vagrant, arrested in Philadelphia for 
petty larceny, which he claimed he 
committed to buy necesary food, his 
poverty is the result of trickery by a 
dishonest fire insurance agent and 
failure of the insured to acquaint him- 
self with the terms of the contract. 

The victim of misplaced confidence, 
James Barrett, was five years ago the 
cwner of a prosperous grain elevator, 
coal and lumber business, worth $75,- 
000, at Double Creek, Md. Shortly be 
fore the blaze took place, which en- 
tirely wiped out the plant, Barrett as 
serts that he had his insurance re 
newed by an agent representing the 
company in which he had previously 
carried his protection. When the new 
policy was delivered, it was declared 
by the agent to be similar to the ex- 
pired contract, and it was placed in the 


told by a 


sefe by Barrett without being ex- 
amined, 

After the destruction took place the 
insurance company resisted payment, 
the action being based upon a clause 
in the policy, rendering the contract 
null and void if a fire occurred while 
a track engine was within a mentioned 
distance of the insured premises, and 
the insurance company was sustained 
by the courts; which caluse was not 
contained in the former policy. 

Having exhausted his means in liti- 
gation, Barrett has since been en- 
deavoring to earn a livelihood by 
manual labor, but has not been able 
to make ends meet. Whether the 
Rarrett story be true or not, the cir- 
cumstance is a lesson to users of in- 
surance to carefully read the terms of 
policies before they are accepted. 





IDEFECTIVE FLUES. 





Their ‘Existence Held Accountable For 
178 Fires in ‘Indiana Within 
Four Months. 

How serious a menace defective flues 
are in properties, may be inferred from 
the statement of the Indiana fire mar- 
shal that their existence is held di- 
rectly responsible for 178 fires and a 
resulting loss of $101,427 “that have oc- 
curred in the State” from May 15 to 
September 1. Since the former date 
Indiana’s fire loss has exceeded $3,000,- 
000. To remedy this largely pre- 
ventable drain the fire marshal urges 
great care in the use of fire breeding 
material, and suggests especially a 
“thorough inspection of all flues before 
stoves and furnaces are lighted for 

the Winter season.” 








ENFORCING AGENCY BALANCES. 





Rule Regarding Prompt Payment of 
Accounts ‘Now in €ffect 
in South. 





Local agents throughout the terri- 
tory controlled by the Southeastern Un- 
derwriters Association, have now forty- 
five days in which to report balances 
to their companies, the rule requiring 
such action becoming effective Septem- 
ber 1. In times past sixty and even 
ninety days grace have been given, 
thus fostering laxity in collections to 
the detriment of companies and agents 
alike. 





Quits Insurance Field. 





Following the reinsurance of practi- 
cally all of its business in the German 
Fire, of Peoria, Ill, on February 28th 
last, the Inter-State Fire, of Birming- 
ham, Ala., now announces its conver- 
sion from a fire insurance to a mort- 
gage and bond company. In future it 
will be known as the Inter-State Mort 
gage and Bond Company. 





Seeks Recovery From Railroad. 

Alleging that sparks from a passing 
locomotive set fire to its property at 
30th street and Columbia avenue, 
Philadelphia on June 9th, the Ameri- 
can Ice Company has brought suit 
against the Pennsylvania Railroad 
Company to recover the amount of its 
reputed heavy loss. 





Joins New York Brokerage Firm. 

Edward S. Brockie, for some years 
past with Johnson & Higgins, has 
joined the New York city brokerage 
firm of R. C. Rathbone & Son., and 
has direct charge of its marine busi- 
ness. 





— 


In recognition of the good work per- 
formed by Harry G. Spaulding while 
chief examiner of the Southern busi- 
ness of the Insurance Company of the 
State of Pennsylvania, the Company 
has appointed him State agent for Vir- 
ginia and the District of Columbia. 
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New Jersey Fire Ins. Co. 
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THE NORTH RIVER 
INSURANCE CO. 


OF NEW YORK 
95-97-99 William Street, N. Y. City 
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INCORPORATED 1822 





TOTAL ASSETS DEC., 31,1911 
$2,389,805.24 








CRUM & FORSTER 
GENERAL AGENTS 


ASSETS 
12-31-11 
Empire City Fire Ins. Co., Inc. 1850 $1,149,468 
Nassau Fire Insurance Co., Inc. 1852 840,845 
United States Fire Ins. Co., Inc. 1824 1,046.940 
Dutchess Fire Ins, Co., Inc. 1906 660,716 


(Where not locally represented) 
For New York City 
AACHEN & MUNICH FIRE INS. CO. 


ALLEMANNIA FIRE INS. CO. 
JEFFERSON FIRE INS. CO. 
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“POSITIVE HBLP 10 LOCAL MEN 


VSRMONT AGENT LAUDS ANNEXES- 





Contends That Their Existence is in 
Response to Demand 
of the Agents. 





That local agents throughout the 
untry are by no means a unit in 
eir opposition to underwriters agen- 
es, despite the antipathy of many to 
ch organizations, is of course, well 
;.own to those in close touch with 
: ld sentiment. The strong advocacy of 
derwriters agencies ‘by Col. Walker 
tylor, one of the powerful figures of 
e National Association of Local Fire 
nsurance Agents, created a stir in 
ency ranks some months ago, and 
,as @ severe jolt to those who sought 
© convey the impression that the local 
nen were well nigh solidly arrayed 
azainst these seekers for premiums. 
And now the much abused organiza- 
tions find another champion in the per- 
son of F,. H. Burnham, of Rutland, 
Vermont, who boldly asserts that not 
only are underwriters agencies a “pos- 
itive help” to local men, but “have 
been called into being to satisfy a de- 
mand made by the agents themselves.” 
Underwriters Agencies Here to Stay. 
Addressing the Vermont Association 
of Locel Fire Insurance Agents at its 
annual convention, at Burlington on 
Thursday last, Mr. Burnham said: 
“When our secretary asked me for 
an article on Underwriters’ Agencies, 
| felt a little bit diffident about intrud- 
ing my views on the rest of you, par- 
ticularly as they don’t coincide in any 
way with the ideas of our National sec- 
retary or those expressed in the Bulle- 
tin. I am not here to apologize for Un- 
derwriters’ Agencies or to ask. tempor- 
ary consideration or anything like that 
for them, but I am here to defend them 
and to show you that, far from being 
a menace to the local agent, they have 
been, are, and will be a positive help. 
Lest any of you think my opinions are 
influenced by my relations with one un- 
derwriters’ agency, let me call your 
attention to the fact that three years 
ago at White River Junction, I put my- 
self on record as in favor of these in- 
stitutions, which was long before I even 
represented an underwriters’ locally. 
“In many instances underwriters’ 
agencies have proved a positive need 
to local agents and have been called 
into being to satisfy a demand made 
by the agents themselves. When some 
company re-insures another that has 
had hard luck or decided to quit, 
the agents of the reinsured com- 
pany are in many cases up against 
it. All endorsements, transfers, re- 
ductions and all other changes must 
be signed by a rival agent and if 
he don’t happen to be friendly, com- 
plications result, which, to say the 
least are not delightful. If the re- 
insuring company has an underwriters’ 
branch, they can take over the other 
company’s agency plant in toto, thus 
giving the agency force an outlet for 
their: business and saving the agents 
all embarrassment. As the larger com- 
panies go on re-insuring smaller and 
less fortunate companies, the under- 
writers’ branch gives more and more 
service and also helps to concentrate 
the business in the control of the big- 
ger and better companies. It is more 
to an agent’s advantage to have such 
companies in his office. It affords his 
patrons unquestioned indemnity, bad 
practices are largely eliminated and a 
general tendency toward insurance 
peace is manifested which can’t be so 
if you have small companies continual- 
ly starting up, hoping to succeed on tho 
other fellows’ ruins, with the resultant 
demoralization of business. The ten- 
dency of the day is towards consoli- 
dation, and it’s a great deal better to 
get aboard the band wagon than it is 
to throw bricks at its occupants. 
“Most of the large companies oper- 
ating underwriters’ branches, have done 
so for some time and by maintaining 
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separate line schemes and field forces. 
where the amount of business warrants 
it, have practically made of the agen- 
cies separate companies, affording many 
and many an agent the very chance he 
needs to take care of his business. 
This is particularly true in the larger 
cities where the demand for insurance 
protection exceeds the: supply and 
where agents are constantly being 
pushed for companies necessary to 
handle their business. An underwri- 
ters’ branch maintained as I have sug- 
gested, is not dual representation in 
its strictest sense. To-day, the assured 
don’t know whether he is covered by 
an underwriters’ policy or what. He 
knows Jones, the agent, and that’s all 
he cares about it. If Jones says the 
companies are good, the policies go in- 
to the safe and that’s the end of it. 
As a local agent, I never represented 
an underwriters’ branch until just a 
year ago, and from my own experience, 
I wish I had represented this particu- 
lar one for twelve years instead of as 
many months, and where such repre- 
sentation has injured my competitor, 
who represents the parent company, I 
fail to see. This same competitor rep- 
resents an underwriters’, while I repre- 
sent the company. This has never 
even hurt my feelings, to say nothing 
of my business, and I know it has 
helped him. Rutland isn’t any closer 
to heaven, insurance wise, than any 
other place, and what holds good in 
one town will in another. 
Creates Free Competition. 

“If, as an organization, the National 
Association should try to legislate or 
resolve against underwriters’ branches, 
I, for one, would be thoroughly disgus- 
ted. We would be putting ourselves 
in direct opposition to what, in other 
lines, we have been yelling for, ior 
years, viz.: free competition. If any 
particular agent has a well founded 
greivance against underwriters’, let him 
personally do as he pleases. That is 
his unalienable right, but for the As- 
sociation to put itself on record is all 
a mistake. As Colonel Walker Taylor 
well puts it, if you put the agents of 
underwriters’ branches out of your 
boards or don’t admit them, you create 
non-board competition—plain English, 
rate cutting. If you put the underwri- 
ters’ agencies out of business, scores 
of English annexes would spring up to 
take this business and you can easily 
see a picture of the president of some 
big company parting with his thousands 
of dollars of an underwriters’ premiums 
to his British cousins. In the language 
of the poet, ‘I guess not.’ 

“This subject has been discussed by 
older and wiser men than I, and much 
better grey matter than mine has been 
wasted in attempting to solve this 
problem, which, to my mind, is no 
problem, but an actual condition. Un- 
derwriters’ agencies are here, and here 
tu stay. There is undoubtedly a de 
mand for them, or they would not be 
able to place the agencies they have 
with the different agents, and agents, 
by accepting them plainly indicate 
that they need these underwriters’ 
branches, and that the public demands 
them. This condition will continue to 
exist until the law of the survival of 
the fittest does its inevitable work. 
Those underwriters’ annexes that are 
rightly managed and conducted for the 
benefit of the agents and public both, 
will, to my mind, be of great benefit; 
while those that are not properly man- 
aged will sooner or later prove un- 
profitable and will cease to be in de- 
mand, ag the result of which they will 
gradually slip down and out. As a 
local agent they have been a great 
help to me, and I hope their shadow 
may never grow less.” 





Bloomfield Public Schools. 





To insure greater safety against fire 
tn the Bloomfield, N. J., public schools, 
the Board of Education is having tests 
made by the fire chief of the hose in 
the schools, and the water pressure 
available in case of need. 
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FIRE, TORNADO & AUTOMOBILE INSURANCE 


American of Newark 


Chartered in 1846 


- $1,.000,000.00 
- 5,431,072.05 
~ 300,000.00 
- 3,135,102.52 

$9,866,174.57 


C. W. BAILEY, Secretary 
F. HOADLEY, Assistant Secretary 























GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK 
ORGANIZED 1859 


Statement, January 1, 1913 
Cash Capital..... $1,000,000.00 


Se inne ts . 7,213,762.27 
et & i 2,613,814.88 
ugplas for Policy 

olders....... 3,613,814.88 

HEAD OFFICE 

Cor. William & Cedar Streets 











For The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 


HAS A 
Cash Capital - - $1,000,000.00 
Cash Assets - : 4,985,658.00 
Cash Surplus to Po! 
Holders - . - 1,911,592.00 
The rea] strength of an |nsurance company is in 
the conservatism of its management, and the man- 


agement of THE HANOVER is an absdlute as 
surance of the security of its policy. 

R. EMORY WARFIELD - President 
JOSEPH McCORD - Vice-Pres. & Sec’y 
WILLIAM MORRISON - Asst. Sec'y 
JAMES W. HOWIE - - Gen. Agent 


HOME OFFICE: 
Hanover Bidg., 34 Pine St. 
NEW YORK 











SOUTHERN STATES 


FIRE INSURANCE CO. 


D. E. MANASCO 
President 


BIRMINGHAM, ALA. 


SUMTER COGSWELL 
Vice-Pres. and Manager 


JAMES W. DURBROW, General Agent 
For NEW JERSEY & PENNSYLVANIA 


68 WILLIAM STREET 


NEW YORK, N. Y. 














CALIFORNIA INSURANCE 


LOGUE BROTHERS & CO. 
307 FOURTH AVE., PITTSBURGH, PA. 
General Agents for Pennsylvania 
REPRESENTING THE 

MICHIGAN COMMERCIAL —— co. 


VIRGINIA FIRE & MARINE INSURANCE CO. 
MILLERS NATIONAL INSURANCE COMPANY. 
OHIO FARMERS INSURANCE Co. 











HUDSON UNDERWRITERS 


AGENCY OF THE 


LUMBER INSURANCE COMPANY OF NEW YORK 
CAPITAL $400,000 





84 WILLIAM STREET 





NEW YORK 





CONCORDIA THE LATEST. 





Milwaukee Company Falls Into Line| 
With an Annex—Will Maintain 
Separate Agencies. 


| 





The Concordia Fire, of Milwaukee, | 
is the latest Company to adopt the now | 
highly popular annex plan; the Com-| 
pany having formed the Wisconsin Un-| 
derwriters Agency. | 

Business for the new organization, 
will be sought through a distinct and| 
separate agency plant from that had | 
by the Company proper. 
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ALLOWANCE MADE BROOKLYN 


PREMIUMS SUBSTANTIALLY CUT. 
Adequate Water Supply Justifies Re- 
moval of Penalty Charges in 
District. 








Superintendent William T. Emmet, 
issued the following statement in ref- 
erence to the action taken by the ‘New 
York Fire Insurance Exchange on Sep- 
tember 10, 1918, relative to the Water 
supply of the Borough of Brooklyn, ind 
the reduction of the fire insurance 
rates in the penalized sections of that 
borough. 

At the meeting of the New York Fire 
Insurance Exchange held on Wednes- 
day, September 10, 1918, the membeis 
present voted to abrogate all district 
advances and district charges now ap- 
piying in Brooklyn, except in that por- 
tion of the Fort Hamilton section lying 
south of 79th street and west of }1l!- 
teenth avenue, where the present dis- 
trict charge of 25 cents on specifically 
rated risks and the district advance 
of 50 per cent. on minimum raved 
risks is replaced by a district advance 
of 15 per cent, on specifically rated 
risks and 10 per cent. on minimum 
rated risks; these reductions to be 
made effective as of July 15, 1913. 

This action of the Exchange was 
taken following the hearing held on 
June 6, 1913, before Superintendent 
Emmet, of the State Insurance Depart- 
ment, on the complaints of owners of 
property, located south of the Manhat- 
tan Division of the Long Island Rail- 
road. which property was then subject 
to a 50 per cent. advance in rates. At 
that hearing, it developed that the Ex- 
change was maintaining the advance 
in rates in sections which were appar- 
ently adequately supplied with water, 
and Superintendent Emmet was in- 
clined to the belief that tests should 
be made throughout the territory af- 
fected and rates readjusted by July 1%, 
1913, in accordance with actual condi- 
tions, as indicated by the tests. The 
time for re-adjusting rates was exten- 
ded by Superintendent Emmet to Sep- 
tember, 1913, it having been found im- 
practicable to complete the tests and 
secure Exchange action before that 
time. 

Certain small areas not yet showing 
satisfactory conditions, have been in- 
cluded in the territory in which the ad- 
vances have been entirely abrogated 
by the New York Fire Insurance Ex- 
change, in view of the contracts which 
have already been entered into and 
which will in the very near future make 
good the present deficiencies in the 
water supply. Other sections, now 
sparsely settled, are considered ade- 
quately supplied for present needs, rut 
attention has been called to the neces- 
sity of developing the protection, to 
keep pace with the growth of popula- 
tion and of construction, in order to 
avoid the imposition of a charge in 
future for defective water supply. The 
congested sections of Canarsie Beach 
and Bergen Beach, requiring a high 
degree of protection, will not share in 
the reduction of rates accorded to the 
surrounding sections, the present sup- 
ply, while deemed adequate for the 
neighboring territory, being considered 
inadequate to properly protect the 
beach resorts. 

Preparing to Extend Service. 

The Fort Hamilton section, which 
continues to be penalized for deficient 
water supply, will not be adequately 
supplied until the completion of the 
Catskill Aqueduct about 1916. The 


Water Department is, however, prepar- 
ing to strengthen the distribution sys- 
tem in the district so that the supply 
of water for fire purposes will be ample 
with present pressures. This improve- 
ment is contingent upon the city offi- 
cials appropriating the necessary funds. 

The insurable value of property lo- 
cated south of the Manhattan Division 
of the Long Island Railroad, is approx- 
imately $90,000,000. and the reduction 
in rates to property owners in that sec- 
tion is estimated at $65,000 per annum. 
In addition, there will be a refund of 
approximately $100,000 on existing 
policies. In the sections north of the 
Manhattan Division of the Long Island 
Railroad, where the existing advances 
have been abrogated by the Exchange, 
the insurable values may reach $200,- 
000,000, but the major portion of this 
is represented by dwellings to which 
no penalties have been attached. The 
reductions in rates,however, on prop- 
erty which was penalized may exceed 
$40,000 per annum. The action taken 
by the Exchange, therefore, results in 
an estimated annual saving to property 
owners of over $100,000, in addition to 
a refund in excess of $100,000, on ex- 
isting policies. 

Before taking action, the New York 
Fire Insurance Exchange conferred 
freely with the engineers of the Water 
Department in an endeavor to deter- 
mine the proper outlines of sections 
{inadequately supplied with water and 
the final conclusions as indicated in the 
Exchange action of September 10, 1913, 
represent the combined judgment of 
the Exchange and the officials of the 
Water Department. The broad spirit 
in which the Exchange approached the 
subject deserves commendation and its 
action in making immediate reductions 
in sections not yet fully protected ex- 
ceeded in liberality the expectation of 
this department. 

City Officials Co-operate. 

The assistance and co-operation of 
the Department of Water Supply, Gas 
& Electricity was of the utmost value 
to this department, and the action c* 
the Exchange may, in fact, be consider- 
ed a tribute to the efficiency of the 
Water Department in _ successfully 
planning and carrying into effect the 
excellent system of water distribution 
of which the Borough of Brooklyn is 
now possessed. This department is 
especially indebted to Wm. W. Brush, 
Deputy Chief Engineer of the Water 
Department, Deputy Commissioner Par- 
sons, Borough Engineer Van Bure 
and Assistant Borough Engineer obo 
of the Brooklyn Water Department and 
to Deputy Commissioner Farley and 
Chief Lally of the Brooklyn Fire De- 
partment for their cordial cooperation 
in assisting this department in arriv- 
ing at proper conclusions in a matter 
affecting the interests of such a large 
portion of this community. 





PROPOSE A FREE SCHOLARSHIP. 





Fire Underwriters Association of North- 
west to Consider [New Plan— 
Convention Program. 


Members of the Fire Underwriters 
Association of the Northwest have had 
submitted them for discussion at their 
annual gathering to be held at Chicago 
on October 8th, the granting each year 
of “a scholarship for free tuition for the 
full term of four years in the Fire In- 
surance Engineering Course at Armour 
Institute of Technology, to students 
graduating from the preparatory schools 
in the States usually recognized as be- 
ing within the jurisdiction of our As- 
sociation.” 





HUMBOLDT FIRE INSURANCE CO., Pittsburgh, Pa. 
TEUTONIA FIRE INSURANCE CO., Pittsburgh, Pa. 
NEW YORK STATE DEPARTMENT 








PERCY B. DUTTON, Manager, Rochester, N. Y. 





As to the expense involved President 
Townley says: 

“The cost of tuition is $150 per an- 
hum; consequently, if we offer a 
scholarship, it will cost our Association 
$150 the first year, $300 the second 
year, $450 the third year and $600 the 
fourth and every succeeding year. We 
can afford it—in fact, the annual in- 
crease in our surplus funds under the 
careful management of the Treasurer 
and Finance Committee will take care 
of these scholarships.” 

A Weil Arranged Program 

As finally decided upon the program 
for the soon-to-be-held meeting is as 
follows: 

WEDNESDAY, OCTOBER 8th, 1918 
Opening Session 10 A. M. 

Vocal Selections—1—The Year’s at 
the Spring, Beach; 2—A Summer Night, 
Thomas; 3—Will-o’-the- -Wisp, Spross. 
Mrs. P. D. McGregor, accompanist, Mrs. 
Ethan Taylor. 

Roll Call, Reading Minutes of Last 
Meeting, Election of New Members. 

Report of Board of Directors, Mr. 
Guy A. Richards. 

Report of Library Committee, Mr. 
John Marshall, Jr. 

Report of the Secretary, Mr. Guy A. 
Richards. 

Report of the Treasurer, Mr. Charles 
L. Hecox. 

Address of the President, Mr. Well- 
ington R. Townley. 

Annual Address, Dr. Frank W. Gun- 
saulus, Chicago, Illinois. president 
Armour Institute of Technology. 

Afternoon Session 2:30 P. M. 

Address, “The State and the Rate,” 
Mr. Edward R. Hardy, New York city, 
ussistant manager, New York Fire In- 
surance Exchange. 

Address, “Our Responsibilities,’ Mr. 
Frank G. Snyder, Louisville, Kentucky, 
State agent, Liverpool & London & 
Globe Insurance Company. 

Address, “A Local Agent’s View- 
point.” Mr. O. A. Jenison, Lansing, 
Michigan. 


THURSDAY, OCTOBER 9th, 1913 
Morning Session 10 A. M. 

Address, “Old Phases and New,” Mr. 
Charles N. Gorham, Rockford, Illinois, 
assistant manager, Western Depart- 
ment American Insurance Company, of 
Newark, N. J. 

Address, “A Better Understanding,” 
Hon. J. A. O. Preus, St. Paul, Minne- 
sota, insurance commissioner, State of 
Minnesota. 

Topic for Discussion—“Shall we 
Offer a Scholarship in the Fire Insur- 
airce Engineering Course at Armour In- 
stitute? 

Afternoon Session 2:30 P. M. 

Reports of Committees, Unfinished 
Business, New Business, Election of 
Officers. 

The present officers of the Associa- 
tion are: Wellington R. Townley, 
president; E. S. Freeman, vice-presi- 
dent; Guy A. Richards secretary; 
Charles L. Hecox, treasurer; David E. 
Jones, sergeant-at-arms. 
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CASUALTY AND 


SURETY HAPPENINGS 





-_— 





COPYRIGHTED BURGLARY POLICY. 





Companies Authorized by American 
Bankers Association to Issue 
its Special Contract. 





\uthority to issue the form of bank 
burglary and robbery insurance policy 
cooyrighted by the American Bankers 
A-sociation has been given the follow- 
ing named companies: 

\etna Accident & Liability Co., Hart- 
ford, Conn.; American Bonding Co., 
B..ltimore, Md.; American Fidelity Co., 
Montpelier, Vt.; American Indemnity 
Cc., Galveston, Texas; Casualty Com- 
peony of America, New York, N. Y.; 
Ei iployers Liability Assurance Corp. 
Lid., of London, England, United States 
branch, Boston, Mass.; Fidelity & 
Casualty Co., New York, N. Y.; Fidelity 
& Deposit Co., Baltimore, Md.; Frank 
fort Marine, Accident & Plate Glass 


MODIFIES RULES. 





Dissatisfied With Application of Rating 
Schedule by .Companies Ken- 
tucky Board Acts. 





Alleging that the fire insurance com- 
panies misapplied the rating schedule 
authorized for use in Kentucky, the 
State Rating Board has promulgated a 
set of rules, which it is intended, will 
correct the reputed injustice com- 
plained of. 





POSSESS LARGE ASSETS. 





First National and Commercial of Wash- 
ington Make Satisfactory 
Gains. 





Gains in substantial volume have 
been made by both the First National 
and Commercial Fire Insurance com- 
panies of Washington, D. C., according 
to the semi-annual statements of the 
two institutions. 

The First National exhibits $555,000 
fully paid capital, with a surplus to 
policyholders of $1,222,834.50, while the 
Commercial shows $455,618.75, fully paid 
capital, and a surplus to policyholders 
of $664,250.74. The National Commer 
cial Underwriters’ Agency has there- 
fore $1,010,618.75, fully paid capital and 
a surplus to policyholders of $1,887,- 
085.24. 

Since the First National’s statement 
was made on June 30 the fully paid 
capital has been increased to $660,090, 
showing an increase of $115,000 in 
capital and a like amount in surplus. 
The additional funds put the two com- 
panies in a gratifying financial position 
and they are receiving a liberal volume 
of business from their loyal staff of 
agents. 
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Insurance Co., New York, N. Y.; Gen- 
eral Accident, Fire & Life Assurance 
Corp., Ltd., of Perth, Scotland, United 
States branch, Philadelphia, Pa.; Globe 
Ix:demnity Company of New York, New 
York, N. Y.; Kansas Casualty & Surety 
Co., Wichita, Kansas; Maryland 
Casualty Co., Baltimore, Md.; Massa- 
chusetts Bonding & Insurance Co., 
Boston, Mass.; Missouri Fidelity & 
Casualty Co., Springfield, Mo.; National 
Surety Co., New York, N. Y.; New Am- 
sterdam Casualty Co,. New York, N. 
Y.; New Jersey Fidelity & Plate Glass 
Insurance Co., Newark, N. J.; Ocean 
Accident & Guarantee Corp., Ltd., of 
London, England, United States branch, 
New York, N. Y.; Pacific Coast Casualty 
Co., San Francisco, Cal.; Royal In- 
demnity Co., New York, N. Y.; United 
States Casualty Co., New York, N. Y.; 
Western Casualty & Guaranty Insur- 
ance Co., Dallas, Texas. 





REDUCTION OF ACCIDENTS. 





New Jersey Manufacturers to be iIn- 
structed How Danger to Employes 
May be Minimized. 





A systematic effort to reduce the 
number and seriousness of accident to 
industrial workers in New Jersey will 
shortly be undertaken by the Depart- 
ment of Labor of that State, whose 
chief, Gen, L. T. Bryant has given very 
attentive study to the problem both in 
this country and in Europe. 

Commissioner Bryant holds _ that: 
“The average proprietor of a factory 
establishment is so much occupied with 
the financial problems of his concern 
that he gives relatively little attention 
to the physical hazards of his building, 
and unless the responsibility of looking 
after these hazards is placed in the 
hands of some specified individual the 
probabilities are that they will not re- 
ceive the careful attention which their 
importance deserves. 

“There is little doubt that with a 
thorough knowledge of the real danger 
existing in factories by the responsible 
parties it would be entirely corrected 
vithin a comparatively short time. Un- 
fortunately, however, the average indi- 
vidual who has been connected with 
factory life for many years does not 
realize the danger existing from such 
elementary problems as the exposed set 
screw, exposed gearing, shafting and 
cther hazards produced by revolving 
parts of machinery. The correction of 
these danger points involves a com- 
paratively small amount of money and 
really resolves itself into a question of 
education. 

“One of the difficult problems of fac- 
tory safeguarding is the question of in- 
suring a proper use of safety devices 
after they have been provided by the 
employers. It is common practice to 
find saws, saw guards, power press 
guards and other devices placed out of 
commission because it has been thought 
by the operatives that their use some- 
what impeded their work. The ne- 
cessity of comprehensive and thorough 
safeguarding is not so spectacular as 
the requirements for protection against 
dangers incident to fire, but they are, 
nevertheless, of quite as great, if not 
greater importance. 

“As an illustration of this fact, there 
were twenty-seven lives lost in the great 
High street fire disaster in Newark, and 
during the past fiscal year eighteen 
lives were lost through accident by 
reason of elevators and two lives lost 
from the comparatively trifling matter 
of slipping ladders. There were seventy- 
eight minor accidents by reason of 
elevators, eighteen fatal accidents; 


seventy-four minor accidents through 
slipping ladders and three from ladders 
breaking. 
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AMERICAN FIDELITY COMPANY 


MONTPELIER, VERMONT 
OFFICERS 


James W. Brock, President H. W. Kemp, Secre/ary Ralph B. Denny, 7reasure 
STATEMENT, JANUARY 31, 1913 


FIDELITY AND pORETY BON DS 


CIDENT. AND HEALTH INSURANCE 
BURGLARY, THEFT AND LARCE 


Departments for the Benefit of all Policy Holders 
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CHILDREN NOT TO BENEFIT. 


Widows Only Entitled to Recover Un- 
der Workmen's Compensation 
Act of Massachusetts. 





Only the widow is entitled to com- 
pensation under the workmen’s com- 
pensation act for the death of the hus- 
band and father, according to a de- 
cision handed down by the full bench 
of the State Supreme Court to-day. By 
this ruling, children, except where their 
only parent is removed, are not to re- 
ceive compensation. 

The decision came in connection with 
the death of Stuart McNichol a dock 
employe who was killed in an assault 
by Timothy McCarthy who was found 
by the court to be “in an intoxicated 
frenzy of passion.” The industrial ac- 
cident board ruled that the foreman 
should not have allowed McCarthy to 
work with other men and that the 
widow and daughter were entitled to 
compensation. The case was then 
carried to the Supreme Court, which 
decided that only the widow should be 
compensated, 





COST OF BUSINESS GETTING. 
State Commissioners Ask Casualty 
Company Officials for Informa- 
tion Upon Subject. 








Continuing their effort to reduce the 
c‘st of business-getting in the field ot 
rasualty insurance the Committee on 
Reserves other than Life, of the Na- 
tional Convention of Insurance Com- 
missioners, some days ago addressed a 
communication to casualty company 
officials, of which the subjoined is an 
exact copy. 

Dear Sir—At the annual convention 
of National Insurance Commissioners 
held at Burlington, Vt., in July, 1913, 
a resolution was adopted empowering 
this committee to make a general in- 
vestigation into the matter of expenses 
of casualty and surety companies and 
that this committee be prepared to sub- 
mit a report at the adjourned meeting 
ef the convention in December, 1913, 
in order that any legislation that may 
be necessary can be prepared for in- 
troduction at the next session of the 
several State legislatures. As a pre- 
liminary to such investigation it has 
been deemed best by this committee to 
request the various companies to fur- 
nish it with the following information 
such information to be forwarded to 
the chairman of this committee not 
later than October 25, 1913: 

1. A schedule showing the rates of 
commissions to brokers and agents in 
effect October 1, 1913, on all lines of 
husiness transacted by your company, 
the rates in each line to be shown 
separately. 

2. A schedule giving a synopsis of 
all branch office and agency contracts, 
which provide for compensation for 
salaries or allowances in addition to 
commissions, showing the compensation, 
including salaries, commissions and all 
other allowances in effect October 1, 
1913. 

3. A schedule showing the total dis 





bursements of your company for the 
years 1910, 1911, 1912 (each year sep- 
arately), for the purposes set forth 
herewith and itemized under the follow- 
ing headings: 

“A”—Amount paid for commissions. 

“B”’—Amount of compensation, not 
paid by commission, for services in 
cbtaining business. 

“C”’—Amount of compensation, not 
paid by commission, for agency super- 
vision either at the home office or 
branch offices. 

“D”—Amount of advances to agents. 

“E”—Amount of traveling and otner 
expenses paid to agents and solicitors. 

“F’—Amount of traveling and other 
expenses paid to supervisors and di 
rectors of agents. 

Disbursements to be shown for each 
line of business wherever possible. 

Yours respectfully, 

W. T. Emmet, New York, chairman; 
Ff. H. Hardison, Massachusetts: Burton 
Mansfield, Connecticut; Wm. M. Shehan, 
Maryland; Charles Johnson, Pennsy] 
vania; E. H. Deavitt, Vermont: J. T. 
Winship, Michigan; Joseph Button, 
Virginia; C. G. Revelle, Missouri. 


SCOPE OF COMPENSATION LAW. 





Wisconsin Commission Decides That 
Salesmen Under Contract Are 
Entitled to Benefits. 





The Wisconsin State Industrial Com- 
mission has handed down an opinion 
at the request of the Milwaukee Mer- 
chants and Manufacturers’ Association 
which settles the question of employ- 
ers’ responsibility under the State 
workmen’s compensation law in the 
matter of traveling salesmen. The 
amended act, which went into effect 
on the first of this month, brings all 
employers of four or more persons un- 
der its jurisdiction. In deciding the 
agsociation’s questions the commis- 
sion made two principal points. The 
first set forth that salesmen who work 
on a commission basis do not act, un- 
less they are hired on a contract. The 
second point provides that the sales- 
men hired on contract are subject to 
the benefit of the act if injured in the 
performance of their work. Sufficient 
proof must be given, however, that a 
salesman receiving injuries was hurt 
while acting in the discharge of his 
duties for the employing firm or in- 
dividual. 





Four States Co-Operating. 





Examination of the Denver office of 
the Continental Casualty Company 
begun on the &th inst., is under full 
headway, and will be pushed to com- 
pietion as rapidly as may be. Four 
States are co-operating in the work. 
Commissioner Done acting for Utah, 
Auditor Forsyth for Wyoming, Com- 
missioner Epsteen for Colorado and Ex- 
Superintendent Church for Kansas. 





Clean-Up Day In Oklahoma. 





October 9th has been designated as 
clean-up day in Oklahoma by Governor 
Cruce. 
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NEW POLICIES REQUIRED 


Personal Accident Insurance Writing 
Companies Put to Great Expense 
and Inconvenience. 





We are about to be invested once 
more with disturbing conditions which 
will mean bother and expense. Before 
October 1st we must prepare and file 
with all the States that have new 
Standard Provisions laws, copies of all 
re-drafted policies drawn to comply 
with the new laws and with depart- 
mental rulings. This says the manage- 
ment of the National Casualty Com- 
pany, of Detroit, means new policies 
and new applications. In the eight 
States that passed the new law, the old 
Standard Provisions forms will not do. 
In the States that passed the law in 
1911, and have not amended, it is doubt- 
ful whether the new forms will do. In 
the States that have no Standard Pro- 
visions laws, it is a question what will 
do. The business suffers because we 
now have three general conditions but 
no improvements. The commissioners 
agreed to introduce the new law, and 
we expected its passage in at least 
twenty-five States, but the commission- 
ers did not perform and so we find 
the business in a bad way. It means 
the withdrawal of all forms by Janu- 
ary ist from certain States and the 
substitution of new ones. It means 
laying in a supply of seven more forms 
which will bring the total up to thirty- 
five forms, although we only issue 
seven kinds all told. It means lots of 
work and expense to get them ready. 
It means more work to explain them 
to the field force. It means loss to re- 
call and probably destroy many that 
cannot be issued after January Ist. 
The commissioners have carried their 
responsibility too lightly. They claimed 
to understand the needs of the busi- 
ness better than the companies. They 
claimed ability to frame certain parts 
of the policy better than the compa- 
nies could frame them. They claimed 
that evils existed and that Standard 
Provisions would cure them. They pro- 
claimed, altogether, that they would 
enact Standard Provisions and the com- 
panies agreed to help them pass the 
laws. There wasn’t much chance to 
help, for most of the commissioners, 
after voting for Standard Provisions, 
lost interest and didn’t have the bill 
introduced. We have heard a great 
ceal from the commissioners within 
the last two years on the subject of 
Keeping Faith, Good Morals, etce., etc., 
and it seems to us that the men who 
do the preaching should not be found 
wanting in personal practice. The con- 
dition is one which reflects upon the 
Commissioners’ Association, but it’s re- 
markable how easily and smoothly most 
of them pass the responsibility along. 
It’s about time that companies and 
commissioners both realize their full 
responsibility and set about planning 
a campaign of close co-operation, as 
that is the only way possible in which 
desired results can be accomplished. 
Present conditions are due to lack of 
understanding and _ indifference. It 
isn't to be expected that you can change 
every commissioner on an average of 
once every three years and have them 
highly efficient, but close co-operation 
with companies will always enable the 
good work to keep going forward. 


Goobled ty Mutuals. 


Continuing their business-getting 
campaign the New’ England mill 
mutuals have now captured the $500,- 
000 line of the Pittsburgh Water 
Heater Company upon its recently com- 
pleted plant at Idlewood Station, Pa. 
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Burglary and Bonding Lines 


Company 


$290,000.00 








OFFICIALLY INTERPRETED. 





Texas Insurance Commissioner’ Ex- 
press his Views as to Meaning 
of Compensation Law. 

In response to an inquiry concerning 
the much misunderstood Texas work- 
men’s compensation law, Insurance 
Commissioner W. W. Collier under: late 
Gate, addressed the following com- 
munication: 

“Replying to your letter 6th inst., 
I beg to advise you that the Missouri 
Fidelity & Casualty Company has not 
fled its classification of premium rates 
with this department to write work- 
men’s compensation insurance under 
the new law. 

“As to whether this company can 
legally insure the payments of com- 
pensation to employes, as provided in 
said law, because it has not filed the 
classification of premium rates, I can 
only say that the law requires an in-~ 
surance company which undertakes to 
write the compensations provided by 
this law to file such rates in this office. 
The law also provides that it must 
comply with section 10 of part 3 of the 
law, and this section says that no 
policy can be issued until a list of the 
subscribers and the number of em- 
ployes of each, accompanied by a cer- 
tain sworn staiement as set out in the 
section, has been filed in this office. It 
would seem, therefore, that no company 
can legally write business under this 
law until these requirements of the law 
have been compiled with. 

“A final decision sf this question 
however, it seems to me would have 
to be made by some court to which the 
question has been submitted, as a rul- 
ing of this department on the point 
would have no effect whatever. 

“I suggest that you take up suck 
legal questions with vour own attorney, 
who is doubtless able to give you lega: 
acvice upon the point.” 





New York State Special. 





Frank W. Young who recently re- 
signed as special agent for the Insur- 
ance Company State of Pennsylvania, 
to go with the Hand-in-Hand Under- 
writers of the Commercial Union Fire, 
will travel the entire State for the 
latter organization. He will continue 
to make headquarters at Albany. 


REDUCE NUMBER OF FIRES. 





Desirable Result Attends Work of 
Philadelphia Fire Prevention 
Commission. 





Credit in large measure must be given 
the Fire Prevention Commission of 
Philadelphia, for the reduced number 
cf fires reported in the city last month, 





smoking” signs, 3,151 wire guards or 
fastenings for swinging gas jets, 1,129 
hazardous coil and gas stoves protect- 
ed and 3,662 metal and metal lined 
cans and sand pails installed. 





DEFINES ITS LIMIT. 





Prefered Accident Fixes $25,000 Prin- 
cipal Sum as Maximum Amount it 
Will Carry Upon an Individual. 

Excess insurance has never been 
favorably regarded by the management 
of the Preferred Accident of New York, 
which now finds its policy in this re 
spect emphasized by recent mysterious 
deaths in Florida and Minnesota. 

The position of the Company with 
respect to line limits is thus officially 
set forth in a communication to its rep- 
resentatives: 

“Agents will please bear in mind 
that in event of an applicant carrying 
insurance to an amount in principal 
sum of over $25,000, The Preferred does 
not care to entertain any application 
from him that will increase the total 
of his accident insurance beyond that 
amount, nor will it in any event issue 
a policy that will make the total 
amount carried beyond the limit of 
$25,000 principal sum.” 








compared to the record for the same 
month of the previous year. 

In August, 1913, the fires reported 
totalled 185, compared to 237 for Aug- 
ust of last year, and 229 for the same 
month of 1911. The 75 uniformed fire- 
men inspectors appointed on February 
14 have since entered and inspected 
21,939 buildings. They  re-inspected 


1°.531 buildings included in that num- 
ber to insure proper protection. Minor 
corrections ordered and made number- | 
ed 56,664. Among new safety features | 
installed by direction of the commis | 
sion were 17,850 fire pails, 6,977 “no}| 


NG a 


H.GB.Alexander 
PRESIDENT 














$50,000 TO BE ADDED TO CAPITAL. 





Interstate Casualty & Guaranty of Albu 
querque to ‘Have $250,000 Capital 
and Equal Surplus. 





At an enthusiastic meeting of stock- 
holders of the Interstate Casualty and 
Guaranty Company of Albuquerque, N 
M., held some days ago, it was 
unanimously decided to increase the 
authorized capital stock from $200,00( 
to $250,000, the purpose being to suppl; 
the management with enough paid up 
capital to allow them to write th 
miscellaneous branches and at the 
same time to enable them to qualify 
in the larger States. By unanimous 
vote also, a complete new set of by- 
laws, suitable for a casualty and surety 
company were adopted. Plans were 
adopted to assist the active manage- 
ment in the disposal of the balance 
of stock remaining unsold at the pres- 
ent time, and a number of the leading 
stockholders present voluntarily agreed 
to themselves dispose of large blocks 
of the stock. It is confidently expected 
that the Company, on a basis of $25°,- 
000 paid-up capital and a like amount 
of surplus will be completed during 
October. The directorate is composed 
of the leading financial and professiona] 
men of the State. 

This completes the permanent or- 
ganization of the Company from an 
official standpoint. The Company 
new has approximately $150,000 worth 
of capital and $150,000 worth of sur- 
plus paid-up and the support of the 
leaders guaranteed at the meeting 
will allow the disposal of the balance 
of authorized capital within thirty or 
forty-five days. The work of prepar- 


|ing the forms for the Company and 


the organization of the home office and 
field force is proceeding rapidly under 
the direction of the general manager 
and everything points to the Company 
beginning business in complete and 
satisfactory shape some time about the 
first of November. 

At a meeting of the directors follow- 
ing the stockholders’ meeting the en- 
closed list of officers and committees 
were elected. 

President, A. B. Renehan; active 
vice-president and general counsel, 0. 
N. Marron; vice-president, J. Korber; 
vice-president, W. D. Murray; vice- 
president, M. A. Otero; vice-president, 
E. M. Otero; vice-president, H. D. 
Bowman; secretary and general 
manager, J. A. Blainey; treasurer, J. 
B. Herndon. 





WHAT YOU DESIRE 


GET NEXT! 


No ‘“‘ifs’’ ‘‘ands”’ or ‘“‘ buts’”’ the 


GREAT EASTERN ULTRAS 
NEW ORDINARY ACCIDENT AND HEALTH 
INSURANCE CONTRACTS ARE WHAT YOU 
DESIRE AND WHAT YOU CAN SELT, 


GREAT EASTERN CASUALTY COMPANY 


55 JOHN ST., NEW YORK 


IS COMING TO YOU 











DR. BACON SAUNDERS, President 








General Offices: FORT WORTH, TEXAS 


C. D. HILL, V.-P. and Genl. Mgr. 


Surplus 
1 $300,000 



































September 19, 1918. 
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SPECIAL TALKS WITH LOCAL AGENTS 





There is a steady and 
Competent never fully satisfied de- 
‘Men. mand for competent 
men. This is true in all 
s of business, but especially is it 
. in ours. We frequently hear it 
said, “We want a good man for this 
po-ition.” The trouble is that the men 
w!o are available are only mediocre. 
ood men—really competent men— 
in the minority. We are right at 
beginning of the best time of the 
wiole year. Vacations are over, schools 
have started, summer travelers home 
in, and trade in all lines takes on a 
activity with the beginning of Sep- 
te; ber—business in general moves for- 
ord with greater snap and energy. 


li 
tr 


wi 
That all this should have a stimulating 
eff: ct on our business is expected. The 
ial months are the real opportunity 
period—the harvest time—for the sales- 
men of accident and health insurance. 
Yo the man who will improve the op- 
portunity, the next four months can be 
made immensely productive and profit- 
ab There is not one single reason 


every holder of a solicitor’s li- 
‘nse to represent the good old Stand- 
i cannot in the four closing months 
of Nineteen-thirteen make a record for 
personal results that will mark him as 
a real success and bring him financial 
returns in full keeping with his biggest 
wants. 

The big opportunity is right ahead— 
and it’s right up to you.—‘The Stand- 
ard Bulletin.” 


* * . 
Modern language is in- 
Now is the terspersed with many 
Time to trite sayings that are 
“Get Busy.” called slang, but the use 
of them carries more 
force in many instances than is possi- 


ble under a more correct form of speech. 
One of the sayings of the day that ap- 
pears to be very apt and is used many 
times in our business is—‘Get busy.” 

The agent who stands on the street 
corner thinking who he shall call on 
next is not a salesman—he is simply a 
bungler—a depender on that will-of-the- 
wisp—luck. What he should do is to 
prepare for his work; arrange a sys- 
tem; plan all he intends t6é do for the 
day and then—‘“Get busy.” 

If you get an application in the first 
of the forenoon, what of it? Work just 
the same the rest of the day. It is the 
average that counts and you must keep 
each hour filled up, just the same as if 
you were working for some one besides 
yourself. “Get busy.” 

An auto runs along all right with a 
low power on the level, but when you 
come to a hill you must put on more 
power in order to make it. So you may 
be forging along all right at a steady 
job, but when a hard task comes up 
and applications do not come as they 
should, do not be discouraged—put on 
more power, or in other words, “Get 
busy.” 

An agent can make no money sitting 
at his desk, staying at home, going to 
a ball game or discussing politics—he 
must be out in the field digging up ap 
plications, and at the same time work- 
ing on some definite plan. Digging aim- 
lessly may develop muscle, but it is 
not the best way to “Get busy.” 


That the general public 

Public is now discriminating 

Now with respect to the in- 

Discriminating. surance companies and 

agents with which it 

docs business, is a truth readily ap- 
preciated by all active field workers. 

In the light of this condition, which 
becomes more marked with passing 
time, the agent who is to establish him- 
Self in the business in large degree, 


pe t be master of his affairs, and keep 
n 


constant touch with development 


both in insurance circles and in the 
great field beyond. 

Emphasizing this thought the “Pre- 
ferred Pilot” says: 

“The chief ambition of insurance 
agents is to get business. This is 
proper and commendable, it is what 
they are in the field for, but in the 
carrying out of this laudable ambition 
many, very many, lose sight of the fact 
that with agents the unchanging law 
of the survival of the fittest obtains. 

“The fittest, those who continuously 
seek to increase their knowledge and 
enlarge their abilities, are those who, 
thus establishing their fitness, survive 
and are constantly progressing along 
the pathway of success. 


“The unfit, those who have no greater 
comprehension of their business and 
duties than that it principally «consists 
in ‘roping in’ as many purchasers of 
policies as they can, are those whose 
measure of success is but ephemeral, 
bloom for a season along its pathway 
and pass away into the great throng 
of ‘has beens.’ 

“One great thing lost sight of is the 
uplifting of the agency forces. This by 
the very nature of things devolves 
largely upon the individuality of the 
agent. Each individual agent should 
look to it that he is better prepared, 
better fitted, to-day than he was yester- 
day, that he will be better fitted to- 
morrow than he is to-day. The full- 
ness of respectability—the ennobling of 
their calling—the enlargement of their, 
usefulness and consequent increase of 
business—the survival of the fittest and 
elimination of the unfit in this way 
only can be brought about. | 

“To accomplish this demands thought, 
study, work—success in any walk in 
life requires it and equally true is it 
that success in insurance agency work 
requires it. 

“Do not lose sight of the fact that 
the insuring public is continually 
learning, constantly growing wiser in 
regard to the ethics of insurance and, 
therefore, becoming more discriminat- 
ing. The time is rapidly approaching 
when it will not be merely the insur- 
ance agent who will secure the business 
but will be the one who by reason of 
having fitted himself has become estab- 
lished in the confidence of the business 
community so fully that in deserved 
faith they can look to him and say 
‘Thou art the man.’” 





* 7 . 

Discussing the rate-cut- 
Activities ting practices in the 
of Cut-rate automobile business the 
Companies Preferred Accident says: 


“Some of our representa- 
tives are inclined to complain of com- 
petition by cut-rate companies. 

In this connection it is significant 
that the older and stronger companies, 
though having the greatest experience 
on which to base rates, are not mak- 
ing discounts. Their experience has 
not only failed to show any degree of 
safety in a reduction, but has dem- 
onstrated the wisdom and necessity for 
maintenance of the present standard 
and equivalent rates established by 
them. 

“The leading companies fortified by 
years of experience and by financial re- 
scurces sufficient to guarantee over a 
period of years the obligations they 
assume, do not believe that the auto- 
mobile insurance business can safely 
be conducted at rates less than are now 
being charged. Insurers are apt to look 
on Automobile insurance as an annual 
proposition and to consider that they 
are sufficiently protected if the com- 
pany lasts the year out. This is a 
mistake, for it igs not improbable that 
it may require a much longer period 
than a year to determine the amount 
of a loss; therefore, in buying this 
kind of insurance the future as well 












as the immediate present should be 
ccnsidered. 

“Companies of experience and stand- | 
ing keep their loss accounts clear by | 
faciliating and bringing about settle- | 


ments as speedily as possible, while | 
those operating under close margin, | 
owing to cut-rates, are more disposed 
to defer settlements as long as possible, | 
producing dissatisfaction among and 
making trouble for policyholders and 
bringing about the danger and possi- 
bility of big verdicts over-running the 
company’s limit.” 





of Mem York 
SUPERIOR POLICIES 
KIMBALL C. ATWOOD, President 
80 Maiden Lane, New York 





Inspection of industrial plants in Har- | 











risburg and Scranton, Pa., is being 

made by Commissioner of Labor Jack-| ¥ 

son to ascertain safety and sanitary | 

conditions. GEORGE J. KUEBLER 
Attorney - at- Law 


| EXPERT LEGAL COUNSEL ON 





A peremptory demand has been sent 


the Butler Water Company by Mayor INSURANCE MATTERS 
Paul Witteck of Butler, Pa. that it Briefs of the Law in any State 
either furnish the town with an ade- on. Matters of 
quate supply of water, or forfeit its 
franchise. INSURANCE 

a Specialty 





A number of water hydrants in New- | 
ark, N. J. will be equipped with patent | 
valves to prevent their freezing in| 
winter. 


Suite 720-29 So. LaSalle St. Chicago, Ill.” 


TELEPHONES: Randolph 6816 and 6817 





Sm. NEW ENGLAND 
) CASUALTY CO. 


Incorporated under Massachusetts Laws 
Fidelity and Surety Bonds, Burglary and 
Theft, Accident and Health Insurance 

Liability and Automobile Property Damage 
Excellent territory open to reliable representatives 


HOME OFFICE 
4 Liberty Square, Boston, Mass. 














DEVELOPING 
Fidelity and Surety Bonds, Liability Workmen’s 


~ Compensation, Automobile, Accident, Health, 


Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE—— 


Massachusetts Bonding Insurance Company 


BOSTON T. J. FALVEY, President 
Paid-In Capital $1,000,000 Write For Territory 

















THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 
Home Office, 47 CEDAR STREET 
Chartered 1874 


POLICIES 


OF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, President 
DANIEL D. WHITNEY, Vice-Pres. 8. WM. BURTON, Sec. ALONZO G. BROOKS, Ass’t Sec. 
RELIABLE AND ENERGETIC AGENTS WANTED 


PLATE GLASS 
PERSONAL ACCIDENT 
AND HEALTH 








THE SIGN OF GOOD CASUALTY INSURANCE 
HEAD OFFICE F. J. WALTERS 





CH ICAGO Resident Manager 
eae 55 JOHN STREET 
F. W. LAWSON New York 
General Manager andi 
Liability, Accident, yor og 
Burglary, Boiler and a medfen ao 
Credit Insurance Established 1869. New England 


London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 
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OPEN TERRITORY 





Personal Producers who have also ability to organize 
territory and build a staff of productive agents will find 
abundant opportunity and salable policies with 


Scranton Life Insurance Company 


JAS. S. McANULTY, President 
SCRANTON, PA. 





Prudential Qasualty Jn. 


HOME OFFICE 
INDIANAPOLIS 











Strictly a Casualty Company 


LINES WRITTEN 


AUTOMOBILE - LIABILITY - PROPERTY DAMAGE - 

EMPLOYERS LIABILITY - - PUBLIC - - 

WORKMEN'S COLLECTIVE - - - - WORKMEN’S COMPENSATION 

GENERAL LIABILITY - PHYSICIAN’S LIABILITY - COMMERCIAL 

AND INDUSTRIAL ACCIDENT AND HEALTH - - - - BURGLARY 
PLATE GLASS 


















COLLISION 
TEAMS - - - ELEVATOR 




















There is Always Room at the Top 











Come with us 
and it won’t be 
so hard to get 
on. 








Live ones win 
among 


IZZERS 


Write to 


J. L. BABLER 


Gen’] Manager Agencies 


International Life 


ST. LOUIS 















COMMERCIAL FIRE 


INSURANCE COMPANY 
WASHINGTON, D. C. 














Statement, December 31, 1912 


Capital Stock Paid in Full - - $430,790.00 
Surplus to Policyholders - - - 704,79.37 
Total Assets - - - - = 925,75.35 


Throughout its entire history of 23 
years the COMMERCIAL has 
maintained an enviable record for 
PROMPT AND HONORABLE 
SETTLEMENT OF CLAIMS 


Correspondence with reference to our specially 
advantageous agency contracts should be addressed 
direct to the Home Office and will receive prompt 
and courteous attention. 




















Whilden & Hancock 


95 WILLIAM ST. 


NEW YORK 





General Brokerage Business 





...All Branches... 





“PROMPT ATTENTION” 





















SURPLUS LINES 


GUARANTEED UNDERWRITERS—LONDON LLOYDS 


Licensed in IIlinois 
Capacity, $100,000 Single Risk 
Immediate Binders 
10 per cent Commission to Brokers 


MARSH & McLENNAN 


INSURANCE EXCHANGE 
CHICAGO, ILL. 


Chicago Minneapolis 







New York Daluth 
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